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F. sataces This Week 


New England Agents Meeting 


Wire Report of the Annual Convention of the New 
England Insurance Agents Association at Poland 
Springs. Maine. By a Staff Writer. 


The Years Beyond Fifty 


An Article by Arthur MacKenzie Emphasizing the 
Great Benefits Incident to the Ownership of Annuity 


Insurance. 


Are We on the Road Back? 


Summarized Reports from Key Industries. Compiled 
by the Editors of Leading U. B. P. Publications. Fore- 
cast Business Conditions for the Month of July. 


Write to Your Congressman 


Uncle Abe Finds His Work Seriously Inierfered with 
by the Activities of “Field Actuaries.” He Solicits 
Your Aid. Other Features Include Advertising Sug- 
gestions; A Sales Letter for Annuity Prospects; A 
Monthly Calendar and Another Installment of the 
Series by W. E. Cox. 
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Pep It Up and Make It Snappy 


ey, | with Editor’s and Advertiser’s 


AIMISTICE Art Sketches 


NOV. 1I= 





182 EVENT “Make it brief—Make it peppy—Make it snappy.” 
This is the modern demand pertaining to both edi- 
torial and advertising printed messages, and the Edi- 
tor’s and Advertiser’s Sketch Book and Service is 
compiled to help you solve this problem in a most 
practical way. 


It contains 1009 COPYRIGHTED and carefully 
selected sketches, each sketch A REAL IDEA in 


printing. 


150 HUMAN INTER- 
EST SKETCHES 


These sketches are first classified by months re- 
garding their timeliness and seasonableness, and cover 
the entire year. 


Each month’s classification is indexed into seven 
divisions, as follows: Events—Sports—Social—Sea- 
160 SPORT sonable—Human Interest—Decorative—and General. 
SKETCHES 
Furthermore, these sketches are cross-indexed, 
thereby saving time in locating any individual sketch, 
thereby giving you a wide choice of subjects under 
each classification. 


Matrices are supplied and arranged in monthly wet 
pages TO CONFORM WITH AND MATCH EACH 228 DECORATIVE 
PRINTED PAGE. A great time saver in locating SKETCHES 
any individual matrix for immediate use. 


There are 152 Event sketches covering every im- 
portant Holiday, Seasonable Feature, and Special 
Events of the vear. 160 Action and Atmosphere Sport 
sketches. 78 Social sketches such as Bridges, Teas, 
Theatre, Weddings, Dances, etc. 121 Seasonable 
sketches including border designs for each month, 
78 SOCIAL Calendar cuts, Colonial cuts, Zodiac signs, ete. The 
SKETCHES 150 Human [Interest illustrations all show action 
which compels attention. The 228 Decorative illus- 
trations are the kind that add grace and atmosphere 
to the printing page. And the 120 General illustra- 
tions are all selected because of their general printing 120 GENERAL 
use. SKETCHES 


THE SPECTATOR COMPANY 
Return this coupon for 243 West 39th St., New York 


sample pages and further Send further particulars regarding 
the Editor’s and Advertiser’s Art 
Sketches and Service. 


information. 
121 SEASONABLE 
SKETCHES 
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This Week: 


@ The years beyond fifty are void of charm, 
comfort and happiness and full of needless 
toil and fatigue if a man has not devoted a 
part of his first half century of life to pre- 
paring for them. Arthur MacKenzie writes 
of the simple way to insure leisure and 
pleasure, the life insurance annuity plan. 
= * * 


@ Are you interested in the rank of the 
100 leading fire companies? The Spectator 
Company’s statistical department has sur- 
veyed the field and gives you the results 
on five important points. 

* ~*~ . 
@ Robert W. Sheehan, associate editor, 
was in Poland Spring, Me., this week, and 
he has telegraphed a detailed report of the 
annual meeting of the New England Asso- 
ciation of Insurance Agents. 

* * * 
@ The life department’s monthly calendar; 
another of W. E. Cox’s series for the life 
underwriter, an annuity sales letter, and the 
U.B.P. editors’ chart on “How’s Business?” 


Next Week: 


@ Twenty-three reasons why life insurance 
sales should hold up well during July. 
Another of Edgar Paul Hermann’s thumb 
nail sketches. 

* = +. 
@ A sales monograph by E. L. McMillan 
presents fundamental arguments in favor of 
life insurance. A page of pithy comment 
readily adaptable to field uses. 

* * * 
@ What the Insured Should Know is the 
theme of an address delivered by George 
E. Turner, president of the First Reinsur- 
ance Company of Hartford, at the New 
England Agents convention. This address 
will be reported in our next issue. 

* . - 
@ Nation-wide underwriting experience 
ratios for 1930 based on business records 
of companies operating in New York State. 





Good Faith 


HE foundation of all insurance is good faith. 
Upon it has been built the superstructure of 
finance, reserves, policy forms, rates and cover- 
ages. The layman when he thinks of insurance vis- 
ualizes these tangibles. The underwriter in the 
office and in the field has reason to look beyond to 
the soul of the corporation he represents. He knows 
that millions in assets and liberality in contracts are 
meaningless without that spirit of fairness which 
interprets into its every transaction an understand- 
ing and humanity of concept. The reason why a 
company is large, is able to grant broad coverages 
and return liberal dividends is because it built up a 
reputation for high standards of business practice. 
The good faith of a corporation does not terminate 
with the company itself. It rests upon the good 
faith of every executive and agent throughout the 
organization. Particularly does the agent owe to the 
company he represents a constant allegiance in this 
respect. If at any time a company’s agent should 
deviate from a spirit of good faith in his dealings 
with his prospects or policyholders, its result would 
be detrimental and injurious not only to his own 
future but to the future of his company and this in- 
jury would not be temporal nor restricted as to lo- 
cality. It is essential that an agent to act in good 
faith must have a thorough knowledge of the insur- 
ance business as well as complete data upon the 
policies and contracts he sells to his prospects. If 
he withholds, either through ignorance or design, 
any of the essential details of the contracts which he 
offers, he breaks faith with both parties to the bar- 
gain. Both sides repose their confidence in him. 
Concealment and fraud upon the part of an agent, 
void and nullify the good work and liberality of treat- 
ment of years of effort on the part of the companies. 
T. J. V. C. 
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With the Editors 


A TABLE in Tue Spectator 
last week showed that the 
compensation insurance expe- 
rience of leading companies 
during 1930 was far from satisfactory. This report 
mirrored a trend which has been apparent now for 
many years. The pertinence of this situation at- 
tracted the attention of the National Convention of 
Insurance Commissioners at their meeting in Chi- 
cago last week, and an emergency resolution was 
drawn up which reflected the desire of the commis- 
sioners to render any possible relief. 

There is little doubt that this sympathetic gesture 
on the part of the commissioners is unofficial sanc- 
tion of the companies long wished for raise in rates. 
The economic situation during the past year and a 
half has not reduced accidents proportionately with 
a decrease in premium income. A raise in rates, 
therefore, is merely a safety valve during these last 
few months of a trying period. The companies are 
to be congratulated for holding off this inevitable 
increase as long as they have, and they will probably 
be the first to relax when general business improves. 
Without the present system of compensation insur- 
ance there is no telling what sort of quack panaceas 
might have risen out of the early hysteria of depres- 
sion. Compensation insurance stands as a stop gap 
to radically theoretical forms of social insurance 
which might tend to disrupt an entire insurance 
world if allowed to progress. 

7 * . 


PERHAPS it is true that that 
which we call a rose, by any 
other name would smell as 
sweet, but most business men, 
at least, would not so lightly 
answer Romeo's question of what’s in a name. There 
is a great deal in a name when that name has become 
the trade mark, the recognized symbol of an institu- 
tion that through years of industry, honesty, high 
purpose and intelligence has won the respect and 
trust of the community. In every type of industry 
this is true. To prove the point it is not necessary 
to mention even one of the hundreds of names that 
everyone would immediately recall. 

Especially is this true in the insurance world. 
Many great companies are known by name the world 
over. Their names stand for fair dealing, honest 
and intelligent management, conservative policies 
and, so far as any human institution may claim 
that as a certainty, absolute surety to meet every ob- 
ligation they assume. In a few exceptional instances 
it may have happened that some fledgling company 
has unintentionally adopted a name exactly similar 
to, or so closely approximating, the name of such an- 
other company, but there have been countless other 


Editorial 


Emergency 
Relief 
Ahead 


Pirating 
Company 
Names 


cases where names have thus been pirated by new 
concerns with every intention to deceive the public 
and so further their own chances for gain. 

The brief against the pirating of insurance com- 
pany names offered to the National Convention of 
Insurance Commissioners at Chicago last week by 
the Insurance Advertising Conference through its 
president, Chauncey S. S. Miller, will meet no op- 
position in that body. No more will any right think- 
ing person be able to say a word against it. Re- 
duced to its simplest terms it asks the cooperation 
of the State Insurance Commissioners in withhold- 
ing permission to application for charters to bear the 
same or similar insurance company titles. It informs 
the commissioners that they are specifically and pe- 
culiarly able to prevent the public confusion, misap- 
prehension and overt deception that follow inevitably 
the fortunate efforts of scalawag promoters, quasi- 
earnest organizers of insurance companies and legiti- 
mate investors in their respective commonwealths 
to win their sanction to obtain State rights and priv- 
ileges through duplicating or simulating the names 
of established, successful insurance companies. 

The Insurance Advertising Conference has accom- 
plished many fine things in the seven or eight years 
of its existence. Its action now is but another evi- 
dence of the ability of the men who direct its 
activities. 

* * * 


IT is easy to imagine the derision 
with which unemployed family 
men read the sage advice handed 
down by successful men—advice 
to save, to buy life insurance against the day when 
old age destroys their productivity. Their needs are 
immediate and urgent and their resentment against 
an economic order which denies them a right to earn 
a living is entirely natural. And yet there is no get- 
ting away from the fact that for a great many years 
the comfort of one’s self and family will be dependent 
upon individual effort and success. Few indeed are 
the bread liners of today who could not have saved 
during past years of plenty enough to see them 
through the present crisis. The fact is, as has been 
pointed out many times, the American public is a 
spendthrift public. It has to be sold, intensively, 
every form of necessary property. It buys luxuries 
in a very free handed manner. That is why the life 
insurance salesman is justified in using practically 
any selling method that works. The end justifies 
the means. And whatever he can do towards ex- 
tending the spread of life insurance annuities is 
therefore to be considered in the light of a great 
social service. The country will be permanently 
benefited when people think less about pensions 
and more about earned income. 


Trite Enough 
But True 
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ASI LIVE 


N spite of the fact that my work 
I takes me to a great many life insur- 
ance conventions, and granting that 
every convention is_ replete with 
speeches, addresses and just plain 
talks, I never grow tired of listening 
to them. They are, I find, educational, 
and the more life insurance education 
I get the more I seem to need. But I 
sometimes wince just a little bit when- 
ever someone begins to talk about “Ser- 
vice.” Somehow, not many speakers 
are able to get the idea across with all 
the vitality that its merit warrants. 
Recently, however, Leon Gilbert Simon, 
former president of the New York City 
Association, told a story which illus- 
trated life insurance service in its full- 
est development. 








* * 


E had just returned from a trip to 

the West Coast and he told us 
about an agent out there who confessed 
that he had fallen down on his job. 
This man had a personal friend as a 
client and had sold him some insurance. 
Not enough by far, however, and con- 
fident that he would extend the protec- 
tion as soon as he had time to follow 
up the case, he had procrastinated— 
even as you and [. During the interim 
the client died, leaving a widow and six 
children. To make matters worse, the 
agent advised the widow regarding a 
program of investment and her money 
was barely out of the bank before the 
stock market crash carried her securi- 
ties down the toboggan. 


MAGINE the life agent’s chagrin. 

He had fallen down in the first place 
by failing to sell sufficient insurance. 
Then, through his well-meant advice, 
the poor woman had lost every cent she 
possessed. But the man never gave up. 
He had a reputation for high grade 
service to his clients and he hated to let 
this problem lick him. He thought at 
length and at last came out with the 
solution. He married the widow. “Take 
that back to New York with you and 
see if any of your Eastern agents can 
tie it for service giving,” said the man 
who takes his servicing seriously. 


HIS record is not quite tied, but it 
is brought to mind by an unusual bit 
of service to policyholders rendered by 
William Spinney, general agent for the 
State Mutual Life at San Francisco. 


He started a free employment bureau 


and has been able to place a number of 
his unemployed clients back in the 
ranks of salary earners. 
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THIRD PARTY 


HAT splendid newspaper, The 

Hartford Courant, now 167 years 
of age and, so, mature enough to speak 
with authority and prestige, says edi- 
torially on Monday of this week: 
“Hereafter if we hear the jury system 
criticized we shall point to this case 
as sufficient refutation of any argu- 
ment against the jury system.” The 
editorial was in reference to the case 
of the people of the State of New York 
against certain officials and others of 
the Bank of United States. 


.* ¢ @ 


OW not only was I for many 
N years connected with the Hart- 
ford Courant but I was also, for what 
seemed to me many more years, con- 
nected with the case of the people, etc., 
as a member of the jury. Every day, 
excepting Saturday and Sunday, we sat 
from 10.30 a. m. to 4.30 p. m., or later, 
until we were finally locked in the jury 
room where for twelve hours we talked 
and argued and argued and talked, and 
finally, two hours after midnight, ren- 
dered a verdict. And so, I assert, it 
came like sweet incense to hear that at 
least our action had resulted in re- 
storing to one editor his faith in the 
jury system in general. 

* * «* 





UT of course in almost any oint- 

ment there is apt to bea fly. This 
otherwise absolutely perfect editorial 
I must sadly admit was slightly sour 
in one instance. The writer wrote: 
“An appeal may be taken on the 
ground that one of the jury was bald 
or for some like cause, but that does 
not signify.” I resent that with an 
honest and manly indignation. I don’t 
mean by that that I question the pos- 
sibility of such a thing being presented 
as an argument in favor of another 
trial. What I resent is thus calling 
attention to a fact that is so strictly 
a personal matter with me that it’s 
thus receiving such exaggerated ref- 
erence makes me seriously consider 
bringing action for libel. Libel, I 
regret, was about the only legal matter 
which was not discussed in the eight 
or nine thousand pages of testimony, 
cross examination and summation at 
this trial. But I am planning to see 
Mr. Max D. Steuer, the prosecutor, and 
the most brilliant lawyer I have ever 
seen, and ask him if I may not sue. 
And just as a word of warning I might 
add that Mr. Steuer is even balder than 
am I. I may have my own day in 
court yet. Perhaps my recent familiar- 
ity with checks for sums such as $3,- 
200,000 has gone to my head. 





SMOKES 


F you’re asked to contribute to the 

proposed $1,000,000 memorial to 
Elizur Wright, rest assured that you 
are being afforded a chance to honor 
a great man with his just due. Elizur 
Wright was ro ordinary person who 
happened to stumble into insurance 
while it was still in its experimental 
phases in America. He was, on the 
contrary, an extraordinary man, a full 
blown hero, who exerted a tremendous 
influence on the direction which insur- 
ance, particularly life insurance, was 
to take. 





* * * 


E are fortunate that Elizur 

Wright was the type of man we 
know him to have been. It is not 
always so. In England, for example, 
if the insurance people were to plan a 
memorial to the British father of Fire 
Insurance, they would be paying honor 
to a scamp, at least, for I have seen 
printed references to Dr. Nicholas Bar- 
bon, the man in question, which describe 
him as a “consummate rascal.” How 
different from America’s patron saint 
of insurance, who seems to have been 
generously endowed with all those 
qualities which characterized our coun- 
try’s greatest heroes, and to possess, in 
addition, some unconventional traits 
which make him far more human than 
the average historical tycoon. 

* * * 


LIZUR WRIGHT was born in Con- 
necticut and after being graduated 
from Yale was pointed for the Presby- 
terian ministry. Though a brilliant 
scholar, he failed to make the ecclesias- 
tical grade because of the independence 
of his views. This liberality of thought 
was a marked feature of his subsequent 
career. He became the editor of sev- 
eral abolitionist papers and so freely 
and firmly did he express his convic- 
tions that he was once chased home by 
a pro-slavery mob at the points of their 
bowie knives. He later became pro- 
fessor of mathematics and Natural 
philosophy at Western Reserve College. 
* + * 
HAT charms me about him chiefly 
though, I must confess, is the fact 
that he first became interested in in- 
surance while travelling in England in 
an effort to sell his translation of “La 
Fontaine’s Fables.” If you’ve ever 
read the “Fables” and I don’t mean the 
ones destined for Kindergarten con- 
sumption, you’ll agree with me that 
Elizur Wright was a man, sir, in fact, 
“one of the boys,” in addition to being 
America’s first agent, actuary, and in- 
surance commissioner. 
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HOW'S BUSINESS 


TO 


HIRTY-FOUR ECONOMIC EX 
ie EDITORS OF BUSINESS 
LAPERS PUBLISHED BY THE 
United Business Publishers, Inc. 
PRESENT A COMBINED 
ABOUT THE COURSE 
DURING THE MONTH 
GOVERNMENT AND 
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OPINION or 
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PUBLICATIONS IN FAR 
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BUSINESS 


SALES 


STOCKS COLLECTIONS 


COMMENTS 





AUTOMOTIVE 
of 9% 


Increase of 2% 
senger cars, 
trucks from June, 
and 
tively from July, 


on pas- 
and 10% on 
drop 
respec- 
1930. 


Passenger cars slightly 
higher, trucks about the 
same as June. Both less 
than July, 1930. 


About the same as June, 
but better than July, 
1930. 


; 
18% 











July 


DEPARTMENT June, 


STORES 
age, 


low July, 


about 
which 
less than normal 
and about 8% 
1930. 


20% 
is a 


under 

little 
aver- 
be- 


July stocks about 3% to 
5% less than June and 
12% to 15% under July, 
1930. 


No 
but below July, 


change from June, 
1930. 











HARDWARE and 15% 


July, 


Sales 10% less than June, 
to 20% less than 
1930, 


Improvement expected 
over June, but consider- 
ably slower than July, 
1930. 


Stocks 10% lower than 
June, and 10% to 15% 
lower than July, 1930. 








INSURANCE lines, 


July, 


Lower than June 
but 
1930. 


Improvement in life over 
June and also July, 1930, 
with ittle change in fire 
and casualty. 


in all 


better than 








JEWELRY 


Expected to be less than 
June, and less than July, 
1930. 


Less than June, and con- Same as June, and the 
siderably under July, —— or better than July, 


1930. 19 





MACHINERY Little 


METAL 
PRODUCTS 


METALS 


before 
tember. 


pressed. 


improvement 
steel tonnage anticipated 
August 
Structural 
awards tapering off. Non- 
ferrous market still 


in 

Machine tool trade recon- 
ciled to expectation of a 
few more months of dull- 
ness. No early revival 
in sight. 


or Sep- 


steel 


de- 


Passenger cars sales for 
July estimated at 240,- 
000. Trucks being bought 
for replacement only. 





There is a better tone to 
the retail business with- 
out anything very definite 
to call for it. 





Paint, sporting goods, 
marine equipment mov- 
ing, staple lines less 
favorable. 





Recent fire insurance re- 
ports slightly optimistic, 
with increased premiums, 
and decreased fire losses. 





Reduction in price of 
silver has shown ten- 
dency to increase sales. 





Stee! purchasing Is now 
at an almost irreducible 
minimum, and next turn 
shown should be upward. 








PLUMBING 
AND 
HEATING 


crease 


Little change from June, 
with a possible slight in- 
in 
heating work. 
ably under July, 


About the same as June, 
with some slight taper- 
ing off on instalment pay- 
ments. Rated contractors 
still discounting their 
bills. 


About the same as June, 
and lower than July, 
1930. 


replacement 
Consider- 
1930. 





levels. 
novelties 





natural drop to clearance 
More 


Replacement work still 
making up from 60 to 70 
per cent of the volume 
of business. 





Stocks in better working 
condition, with decided 
improvement over 1930. 


Collections resume nor- 
maicy. 


summer 


indicate in- 


creased business. 


July promises a _ strong 
market season, but- 
tressed by many orders 
for Fall footwear. 
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Maybe She Will Always 
Call You ‘Sweetheart’ 
But the Best You Can 
Expect from a Prospec- 
tive Employer Will Be 
“We'll KeepY our Name 
on File.” Premium Pay- 
ments at Thirty Insure 
Against Job Hunting at 

Sixty. 


By ARTHUR MAcKENZIE 


6 IM, why don’t you back the van 

J from the Old Folks’ Home up 

to my front door, while you’re 

at it?” “Well, Bob, perkaps it might 

make things a little clearer to you if 
I did that very thing.” 

“Not at all necessary. I have thought 
of this matter of buying more life in- 
surance and I don’t need any additional 
just now. Some other time, Jim, we 
may do business together, but to tell 
you the truth, with one thing or an- 
other, I am tied up pretty tight at 
present.” 

“My idea, Bob, was that you were 
perhaps tied up too much in the sort 
of things that you could safely leave 
alone. For example, that building and 
loan stock seems to be okay, and so is 
the bank stock, but you never can tell. 
You’ve got to look ahead a number of 
years and it is certainly important to 
you never to have to worry a minute, 
in those years ahead, about selling 
your stock so as to avoid a loss. 

“Here’s what I’m driving at—in an- 
other month you’ll be thirty-four years 
of age. You have a good job, with 
good prospects for advancement, a 
happy family and a comfortable home. 
It would be nice if you could have that 
continue to the end of the picture, 
wouldn’t it?” “Yes, Jim, things look 
pretty good to me now and I figure 
that by the time I am fifty I will have 
enough accumulated to give me a little 
fun before I get too old—golf, an ocean 
trip, hunting and that sort of thing.” 

“But, Bob, have you ever considered 
that something might go wrong with 
your plans, something over which you 
had no control?” 

“No, I hadn’t thought of things that 


THE SPECTATOR 
June 25, 1931 


The Years Beyond Fifty 


For Ten Years Office Managers Have 
Been Telling This Old Man That 
“Things Are Mighty Slack Just Now” 


way, and anyhow I believe I could keep 
my eyes open wide enough not to get 
caught with worthless securities on 
hand.” “So you think, but you don’t 
know about the inside history of these 
concerns, nor about their plans and 
prospects for future success. It has 
happened that investors like you were 
caught because they could not help 
themselves. 

“Do you remember Ray Overland?” 

“Wasn’t it Ray who left town rather 
suddenly, leaving his affairs in bad 
shape?” 

“Yes, and everybody thought he was 
well-fixed financially.” 

“He seems to kave dropped out of 
sight; I wonder what became of him.” 

“TI understand he is living on a farm 
up-State and is striving desperately to 
get back again into his own line of 
business. But he is not finding it easy.” 
“Why, I thought he was one of the 
best equipped men in the country, sure- 
ly it should not be hard for him to 
make a good connection.” 

“His knowledge is technical and his 
work specialized and it happens that 
every successful business house in his 
line has been training up a technical 






staff for several years and the supply 
is equal to the demand. Then his age 
is against him—nearly fifty. 

“To make matters worse, for years 
he saved and invested in securities 
which looked to have a good future. 
Unfortunately, the market broke and 
he was cleaned out just at the time 
the house he had been connected with 
for years got into difficulties. 

“Today he has ability and experi- 
ence and he is a good worker, but he 
is out of a job and he has no capital. 

“Now of course such a complete 
smash is not likely to happen to you 
but therg are some things you cannot 
take for granted—one of them is that 
a good job will last for life and another 
is that securities which are desirable 
today will necessarily be desirable ten, 
fifteen or twenty years hence. 

“What I am asking you to consider 
as an alternative to the securities you 
hold is a form of investment which 
has the two best qualities that bankers 
would look for if they were investing 
trust funds, namely, safety of principal 
and interest return. 

“From this investment that I am re- 

(Concluded on page 27) 














Harmony Marks Meeting of N. E. A. EA. 


Tenth Annual Convention at Poland Spring Shows Agents 
Enthusiastic and Determined to Uphold the Principles 
Which are the Foundation of the National Association 


OLAND SPRING, ME., June 

23.—No flreworks were touched 

off at the first business session 
of the tenth annual convention of the 
New England Associations of Insur- 
ance Agents held at the Poland Spring 
House today. The program proceeded 
at a brisk, even pace and wound up 
twenty minutes ahead of schedule. 
Discussion from the floor unleashed 
none of the pent-up discontent that 
might be expected to pervade a gather- 
ing of imsurance producers at this 
time. There was, however, no lack of 
enthusiasm on the part of the audience 
for the featured speeches which were 
of unusually high calibre. 

After some charming words of wel- 
come by Joseph T. Cole, president of 
the Maine Association, Charles W. 
Varney of Rochester, N. H., delivered 
the chairman’s annual address. A 
most encouraging portion of his re- 
port dealt with the membership situa- 
tion. The total shifting in membership 
from June, 1930, to June, 1931, for all 
the New England associations resulted 
in an increase of 107 members. In- 
dividually, the associations had the 
following experience during the year: 
Maine gained 12 members; New Hamp- 
shire showed no change; Massachusetts 
gained 42; Rhode Island lost one mem- 
ber, and Connecticut gained 68. 


Tribute to Goodwin 


Mr. Varney paid a handsome tribute 
to Percy H. Goodwin, president of the 
National Association of Insurance 
Agents, and devoted a large part of 
his address to rehearsing the details 
of the outstanding accomplishments of 
President Goodwin’s administration. 
He mentioned the abandonment of in- 
surance writing by the Bank of Amer- 
ica; the exchange of correspondence 
between Mr. Goodwin and Walter P. 
Chrysler, when the Chrysler Corpora- 
tion switched a substantial portion of 
its insurance over to mutual carriers, 
and finally the Hoover Dam contro- 
versy, a problem that is engaging Mr. 
Goodwin’s attention at the present 
time. Mr. Varney said that of the 
twenty-three surety companies writ- 
ing the bond, six have agreed, at Presi- 
dent Goodwin’s request, to pay a com- 
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George D. Markham 


mission, and nine have expressed a 
willingness to pay if all the other com- 
panies consent to do likewise. From 
the remaining eight companies no re- 
ply has been received. Mr. Varney 
expressed his confidence in the ability 
of Mr. Goodwin to extract an agree- 
ment from all the companies involved 
to pay the 5 per cent commission al- 
lowed for the calculation of the pre- 
mium. 

The election of George D. Markham 
to the directorate of the Chamber of 
Commerce of the United States was 
noted with satisfaction by Mr. Varney. 
He also took occasion to compliment 
the American Agency Bulletin on its 
appearance and content. Chairman 
Varney also commented on the cordial 
relations that exist between the New 
England Insurance Exchange and the 
New England Agents Advisory Board. 

Following the report of the secre- 
tary-treasurer, Warren S. Shaw, of 
Brockton, Mass., Chairman Varney in- 
troduced George E. Turner, president 
of the First Reinsurance Company, of 
Hartford, who led the series of talks 
on the convention’s keynote, “Insur- 
ance Service.” 

Mr. Turner’s theme was “Service— 
the Companies Provide It.” He drew 
such a vivid picture of the great func- 
tion insurance companies perform that 
his word visibly caught the imagina- 
tion of every agent in the room. It 
is conceivable that all those who heard 


Mr. Turner’s remarkable address will 
henceforth feel a greater pride in 
representing such companies as he 
described and will likewise be able to 
reflect insurance in a new and more 
attractive light before the insurance 
buyer. 

“Insurance Service” was carried on 
by George D. Markham of St. Louis, 
Mo., this time from the point of view 
of the public. Mr. Markham said the 
public wants and needs service that 
goes beyond insurance. It wants and 
expects alert agents to advise it on 
fire prevention problems, wants the 
knowledge of factors that will reduce 
the cost of insurance, and needs guid- 
ance in legislative and civic problems 
affecting or affected by insurance. Mr. 
Markham said that the value of an 
agent to himself, his company and the 
public is in direct proportion to his 
zeal for sheer excellence. It is the 
spirit with which an agent approaches 
his profession that counts, Mr. Mark- 
ham said, and monetary reward is in- 
cidental to the satisfaction and enjoy- 
ment of doing one’s job well. He 
compared the agent’s career to that of 
the artist, who is rarly actuated by 
money but usually makes a great deal 
of it in the course of perfecting him- 
self in his art. Before concluding his 
address, Mr. Markham had some things 
to say about the National Association 
of Insurance Agents, the organization 
of which he was once president and 
which is still close to his heart. He 
reminded his hearers of two cardinal 
principles which the National Associa- 
tion has adhered to from its nception: 
The first is that the National Associa- 
tion never takes action on any issue 
when substantial opposition to the pro- 
posed action exists within the organ- 
ization. The association does not de- 
sire to start anything which it can’t 
see through to a successful end. It 
proposes to fight only for those prin- 
ciples that its whole membership em- 
braces without question. The second 
principle or point is that its dele- 
gates attend conventions at a sacrifice 
of their own time and money. This, 
according to Mr. Markham, auto- 
matically sifts the membership, so that 
the leaders in the association are those 
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leaders in the business whose interest 
and ability are manifest. Mr. Mark- 
ham concluded his remarks with a plea 
for each individual member to go out 
and drag in at least one new member 
by the “scruff of the neck” if necessary. 
Of his election to the Chamber of 
Commerce, Mr. Markham spoke briefly, 
saying that it was not a contest of 
personalities. It was due, he said, to 
the prestige and actviity of local 
agents in their Chambers of Commerce 
throughout the country. He said it 
proved the strength and importance 
of the agency forces. 

Howard P. Dunham, insurance com- 
missioner of Connecticut, was the final 
speaker on Tuesday morning’s pro- 
gram. Col. Dunham had just returned 
from the commissioner’s meeting at 
Chicago and his talk was colored by 
the happenings at that sessoin. He 
told of the immense burden placed upon 
commissioners, some of them totally 
inexperienced, in respect to rate making 
and regulation. Often, he said, the 
commissioner, after due deliberation, 
will permit an increase in certain rates. 
The next day, said Col. Dunham, some 
of the companies that were instru- 
mental in having the rates increased, 
will come along and slash them. “It’s 
got to stop,” Commissioner Dunham 
said simply, and a burst of applause 
from the assembled agents greeted his 
ultimatum. 

Discussion from the floor on various 
topics was led by James L. Case of 
Norwich, Conn. In an effort to bring 
out discussion Mr. Case asked for com- 
plaints but everyone seemed to be 
happy. The discussion period finally 
developed a strong sentiment in oposi- 
tion to overhead writing and a demand 
for more enlightenment on general 
cover propositions. 

Ralph G. Hinkley, manager of the 
New England department of the Amer- 
ican Insurance Company, warned the 
agents of the inclination to “let George 
do it.” In this caes “George” was 
personified by the Association officers. 
He urged the agents to bring their 
complaints directly to offending com- 
panies through their special agents. 
He advised the agents to confine their 
premium writing to those companies 
which they knew adhered strictly and 
specifically to the principles to which 
the agents subscribe. “It wouldn’t be 
necessary to talk about qualification 
laws,” he said, “if each of you took up 
with your own companies their appoint- 
ment of agents for subsidiaries in your 
towns whom you believe unqualified.” 

At the banquet Tuesday evening at 
which Charles W. Varney presided, the 
speakers were President Martin of the 
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Percy H. Goodwin 


Maine State Senate, Percy H. Good- 
win, president of the National Asso- 
ciation of Insurance Agents, Donald A. 
Adams of New Haven, former Inter- 
national Rotary Club president, Com- 
missioner Spencer of Maine. Mr. Good- 
win in his after dinner remarks paid 
his respects to New England and its 
famous insurance sons, Ed. Cole, 
Donald North, James S. Case and 
others. He extended a most hearty in- 
vitation to everyone present to attend 
the National Association Convention at 
Los Angeles in September. Edwin J. 
Cole, of Fall River, Mass., responded 
with a fine tribute to Mr. Goodwin’s 
character and executive ability. Mr. 
Cole then presented Mr. Goodwin with 
a gift as a token of esteem and affec- 
tion from the agents of New England. 
The Rev. John Nicol Mark also spoke. 





— . pre So a \ 
Col. 
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POLAND SPRING, ME., June 24.—The 
American insurance agent of today is 
doomed unless the spread of the branch 
office system of operation is checked, 
Percy H. Goodwin, president of the 
National Association of Insurance 
Agents, told an attentive audience at 
the second day’s session of the annual 
meeting of the New England Associa- 
tion of Insurance Agents. 

If the ultimate elimination of the 
insurance agency is brought about 
through the ascendency of the branch 
office, Mr. Goodwin declared, an inor- 
dinate increase in the acquisition cost 
of the business will result. 

Mr. Goodwin carefully instructed his 
hearers to differentiate between the 
casualty companies service offices and 
those branch offices, for fire and 
casualty which assume the production 
functions which association members 
believe should accrue only to the in- 
surance agent. To these latter offices, 
Mr. Goodwin said, are attached all 
manner of ill-equipped persons who 
are able in many instances to procure 
only a single risk. For this risk, he 
said, they are paid the same commis- 
sion that genuine agents receive. 

The result of contracts being de- 
livered by such person, such producers, 
the speaker said, is litigation and dis- 
satisfaction. Many people believe, as- 
serted Mr. Goodwin, that the greatest 
favor stock insurance companies could 
render mutual and reciprocal carriers 
would be to extend the branch office 
system and thereby throw into their 
laps choice risks that unqualified stock 
company representatives have handled 
improperly. 

“It is the opinion of many,” said 
Mr. Goodwin, “that extension of the 
branch office system can but result in 
the eventual mutualization of the fire 
insurance business in this country.” 

Philadelphia was cited by Mr. Good- 
win as an example of a locality where 
agents are working against an in- 
tolerable situation. Twenty-one home 
domiciled companies operate branch 
offices there or accept business over 
the counter. Nine outside companies 
operate branch offices and seven other 
service offices take business over the 
counter. Six of these offices take busi- 
ness over the counter. Six of these 
offices average 1 pep producer each. 
Mr. Goodwin wants to know what is 
going to happen when 250 companies 
operate branch offices in a single city. 
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Your Prospects 





ance contracts is to indemnify 
someone else for the financial loss 
of a life. 

During times of stress, money is a 
necessary and essential factor. Even 
though living misfortunes worse than 
death often arise. To suffer a total and 
permanent disability and become a care 
or liability on others is a calamity of 
the worst kind. This may be referred 
to as a living death. Again, to outlive 
one’s period of usefulness and face a 
prolonged old age where one would be 
solely dependent on relatives, friends 
or charity, is a problem for solution. 

Life insurance contracts are bought 
for more than one purpose. They pro- 
vide funds for one or all of three as- 
sured or possible emergencies: 

1. Money for a total and permanent 
disability. 

2. Money for a prolonged old age. 

3. Money at death for dependents. 

The declaring of a financial value to 
be paid in pension form, during a long 
period of disablement, the old age pe- 
riod, or to someone else at death is an 
important replacement declaration of 
value. 

Who are you going to see, counsel 
with and present a plan or appraise- 
ment of value? Let the rule of sense 
and reason be your guide. 

Someone has said that every person 
is a prospective buyer of life insurance. 
That statement is true but has its limi- 
tations. Every person may be a pros- 
pect for someone, but your fields to 
cultivate consist of those persons whom 
you can learn about, interview and rea- 
sonably expect to sell. 

Names may be secured from many 
sources. ‘The city and telephone direc- 
tories are full of them. Unless some 
information can be learned about the 
individual who owns the name, then 
the same represents a number of let- 
ters from the alphabet and is of no 
value to you. 


Tiare first purpose of all life insur- 


No one is a prospect unless you have 
some definite advance information and 
even then a prospect does not result 
until an interview has been made. 

Life insurance is sold to cover some 
Specific need that bears a relation to 
the future of the individual or some- 
one else. The more you know about a 
large number of people, the greater be- 
comes your fields to work. Necessary 
advance information may be secured 
from several sources: 

1. Things that you may have ob- 
served about an individual. 

2. Personal knowledge you may have 
and can use. 

3. Information related to you by the 
individual. 

4. Information secured from others. 

Each army maintains an espionage 
force behind the enemy’s line. Direct 
information is wanted. Such helps to 
plan a successful method of attack. 

Investigations and _ interrogations 
will not complete a sale. All known or 
recorded data are of no value unless 
used. Such are but the foundation for 
the formulating of a plan that is to be 
submitted to someone else for accept- 
ance. To inspire another’s mind to own 
a financial estate, to fill the needs are 
the important matters that make for 
sales. 

A plot of virgin land will grow a 
crop of weeds and remain in its wild 
state; but when the same plot of land 
is cultivated and planted, a rich growth 
of grain ripens for harvest. The num- 
ber of bushels to fall before the reaper 
depends upon the amount of cultiva- 
tion and the kind of seed sown. Good 
work always rewards the worker. 

Your future buyers are in their vir- 
gin state and undeveloped. Certain 
data must be secured about or from 
them. Then they must be interviewed 
for a purpose, cultivated, and an idea 
planted that will take root, grow and 
ripen into a sale. 

Enjoy an hour of quiet thought. 
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Take a pencil, a piece of paper and 
write down the names of those whom 
you know and believe know you. 

How about your former business as- 
sociates—those with whom you were 
previously employed? They know and 
have confidence in you. 

How about your trade contacts—the 
butcher, grocer, garageman, tire-shop 
proprietor, men’s furnisher and others? 
You buy from them and they have a 
need for your service. Your success 
means more business for them, and an 
intercourse of business is a necessary 
factor in business. 

How about your professional con- 
tacts—the doctor, dentist, lawyer and 
banker? They welcome your business, 
and in turn why not make a bid for 
theirs? 

How about your church members, 
lodge brothers, civic team workers and 
social contacts? All are banded to- 
gether by a common bond of fellowship. 

How about your former classmates 
in school? Each one is interested in 
the success of the other. 

Serve your friends, make friends 
from their friends and grow with an 
endless chain of names that will de- 
velop into prospects and sales. 


Build as You Go 


You buy a train ticket from Pitts- 
burgh to New York and are happy with 
the thoughts of the trip ahead. The 
train does not leave for a few moments 
so you pace up and down the platform 
admiring the long string of coaches. 
Then, nearing the engine, this thought 
comes to your mind: “Can this small 
engine pull that great load?” After 
debating the matter, you approach the 
engineer and ask: “Mr. Engineer, have 
you enough steam in the boiler to pull 
this train from Pittsburgh to New 
York?” The answer is: “Indeed not, 
were there enough steam in the boiler 
to do what you ask, the boiler would 
explode and lay waste to a great part 
of the surrounding countryside. How- 
ever, there is steam on which to start, 
and as we go along more and more will 
be generated until we pull into our 
destination on time.” 

That is the way of life underwriting. 
You start with a selected list of names 
and increase the numbers as you go 
along. 

First, analyze the name of your pros- 
pect. Write down the reasons why 
you believe the bearer to be a possible 
buyer. Use a system of enlightening 
questions. 

What do I know about Edgar Dut- 
ton? 

Can I talk the Edgar Dutton lan- 
guage? 

Does Edgar Dutton live in a similar 
business and social world as I? 

Has Edgar Dutton the health and 
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necessary finance so that he may take 
advantage of the service I will offer? 

Retest the name with another series 
of questions. You have decided to in- 
terview Edgar Dutton, but for what 
purpose: 

Why should Edgar Dutton avail him- 
self of my service? 

What financial problem has Edgar 
Dutton to solve? 

Has Edgar Dutton a mortgage on his 
home that need be safeguarded? 

Has Edgar Dutton a son or daughter 
to educate? 

Would Edgar Dutton want his family 
to continue to live as a unit were he 
called away? 

Edgar Dutton will be old some day. 
Has he started a plan to provide the 
necessary finance for that enjoyment 
period of his life? 

Has Edgar Dutton an objective in 
life? 

What is Edgar Dutton’s probable 
buying power? 

Your work deals with finance and the 
giving of a service. You are the di- 
recting engineer that suggests and 
offers sound solutions to the human 
financial problems. Thus, an analysis 
by means of questions is of great value. 

Each person has a place for his 
dollars. Some are wisely and others 
unwisely spent. This is the day of con- 
servation, and each dollar is called upon 
to do a double duty. It must both pro- 
vide and create. By instinct, every 
person is a builder. From the days of 
the infant with the toy blocks until 
the end of life, each person harbors a 
thought of what he would like to do. 
All want to create, build and protect. 
Yet, the problem is always there: “How 
am I to do it?” Life insurance con- 
tracts sold for a purpose offers the 
surest, sanest and quickest solution. 

You know your friends and acquaint- 
ances. Their hobbies, home life and 
business conditions are an open book 
to you. Each will welcome sound and 
competent advice in the solution of 
their financial problems. 


Each Sale an Opportunity 


Each completed sale is but a fore- 
runner of other sales. A _ policy or 
contract of purchase is issued, deliv- 
ered and paid for. You are happy to 
have made the sale with its resulting 
profits. The buyer is happy to receive 
the contract and to know that his few 
dollars have been multiplied into a 
worthwhile estate. Your service is now 
just beginning and the owner of the 
policy becomes a multiplied prospect. 

Each person’s financial condition is 
forever changing. New needs become 
apparent. No program is completed 
with the first sale. Cultivate your 
policyholder and make him your friend. 
Become his financial counsellor, see him 


ll 


often and tell of other needs that should 
be covered. Show how each new policy 
contract fits in with his scheme of life. 

The head of a family will say, “He 
is our family doctor.” Another, “We 
all do business with the second bank,” 
a third, “We like the Jones department 
store;” then, why should not a life un- 
derwriter so conduct himself that a 
family will entrust all of their insur- 
ance problems to him? Let me tell you 
of some examples. All have come under 
my personal observation. A tree has 
been started and branches are being 


added: 
EXAMPLE 1. 
Father: $10,000. Lump sum. 
Son: $5,000. Old age. 
Daughter: $5,000. Special fund for age 38. 
Seven additional contacts made. 


EXAMPLE 2. 


Father: $2,000. A clean-up fund. 

Son: $5,000. Old age. 

Daughter: $2,000. Special fund for age 45. 

Son-in-law: $10,160. Monthly income for 
his wife. 


Three additional family contacts made. 


EXAMPLE 3. 
Mother: $2,000. Clean-up fund. 


Son: $3,000. Old age money. 

Daughter: $1,000. Special fund for age 40. 
Daughter: $1,000. Special fund for age 42. 
Eleven additional family contacts made. 


Fruit of the Tree 


Fifty-two thousand one hundred and 
sixty dollars ($52,160) of life insurance 
contracts placed in three average Amer- 
ican families. Twenty-one new con- 
tacts made with other immediate or 
in-law relations. The scheme of life 
outlined, each contract sold for a pur- 
pose and the door left open for future 
sales. 

Before delivering a policy contract, 
check the family records on the copy 
of the examination. Make note of the 
ages of brothers, sisters and parents. 
Are they in sound physical health and 
within the insurable age period. Ask 
your new policyholder as to their ad- 
dresses and occupations. Use questions 
that will bring an answer. 

Do your brothers live here? 

Is your sister married? 

Have you any nieces and nephews? 

Has your father retired from busi- 
ness? 

Then how about the relatives of the 
beneficiary? 

Check up on your policyholders’ busi- 
ness friends, associates and fellow 
workers. 

Who is the party working at the next 
desk? 

Who of his friends has _ recently 
bought a new home? 

Who has been promoted or accepted 
a new responsibility? 

Which one has a new son or daugh- 
ter that needs protection now and an 
enducation later on? 

There are any number of suggestive 
questions you may ask. Each client is 
glad to cooperate, give new names and 

(Concluded on page 17) 
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Ranks of 100 Largest Fire Insurance Companies in 


Five Important Items—1930. 


Rank in Rank in 


Surplus to Net Rank in 
NaMeE AND Location or Company Rank Policy- Premiums Net Losses Expenses 
in Assets holders Written Paid 


Aetna, Hartford . 
Agricultural, Watertown 
Allemannia Fire, Pittsburgh 
Alliance > Philade Iphia 
American, Newark 


American Alliance, N. Y 
American Auto Fire, St. Louis 
American Central, St. Louis 
American Eagle Fire, N. ¥ 
American Equitable, N. Y 


American & Foreign, N. Y 
American Reserve, N. Y 
Atlas Assurance, London 
Automobile, Hartford 
Baltimore American, N. Y 


Bankers & Shippers, N. ¥ 
Boston, Boston 

Buffalo, Buffalo 
‘aledonian, Edinburgh 

California, San Francisco 


amden Fire, Camden 

ity of New York, N. ¥ 
ommercial Union Assur., London 
ommonwealth, N. ¥ 

‘oncordia Fire, Milwaukee .. 


onnecticut Fire, Hartford 
‘ontinental, N 

Detroit F. & M., Detroit 
Dubuque F. & M., Dubuque 
Eagle Fire, Newark, N. J 


agle Star & Brit. Doms., London 
mployer's Fire, Boston 

quitable F. & M., Providence 
xport, New York 


ederal, Jersey City 


idelity & Guaranty Fire Corp., Baltimore 
idelity-Phenix Fire, N 

ire Association, Philadelphia 

ireman's Fund, San Francisco 

iremen's, Newar 


Fire Reassurance Co., N. Y 
First American Fire, N. Y 
Franklin Fire, Philadelphia 
General of America, Seattle 
Girard F. & M., Philadelphia 


Glens Falls, Glens Falls 

Globe of America, Philadelphia 
Globe & Rutgers Fire, N. Y. 
Great American, N. ¥ 

Gulf, Dallas 


Hamilton Fire, New York 
er Fire, N ‘ 
nia Fire, Buffalo 
rd Fire, Hartford 
F. & M., San Francisco 


N.Y 
New York 
rial Assurance, N. Y 
f North America, Phila 
». of State of Pa., Philadelphia 


nal, New York 
cean Reinsurance, Cedar Rapids 
In Fire, New York 
& London & Globe, Liverpool 
ondon Assurance, London 


London & Lancashire, London 
Mechanics, Philadelphia 
Mercantile of America, ! 
Merchants Fire, N. Y 

Merchants & Mfrs., Newark 


Mercury, 
Milwaukee echanics, Milwaukee 


», Pittsburgh 


Fire, Manchester 
lerwriters, N. \ 
New York 


tish & Mercantile, London 

Assurance, London f 76 

New York ¢ 50 
New York 5 30 
National, Milwaukee : 42 


(Concluded on page 32) 





Liable for Attorney’s Fees 


CHIcAGO, ILL., June 23.—A 
ruling of outstanding importance 
was revealed here today when the 
Appellate Court held that H. U. 
Bailey, former director of trade 
and commerce, is liable for attor- 
neys’ fees paid out of the assets 
of defunct insurance companies. 

The ruling was made in the 
noted Marquette National Fire 
Insurance case, in which claim- 
ants objected to fees totaling 
$22,100, of which $17,500 was 
paid to Edward J. Hennesssy, at- 
torney for the liquidator, Mr. 
Bailey; $1,000 paid to Rufus J. 
Potts, attorney for the corpora- 
tion, and the $16,200 paid by 
H. U. Bailey to his brther, H. J. 
Bailey, as_ special liquidator, 
which the Chancery Court re- 
duced to $12,600, which is upheld 
by the Appellate, making H. U. 
Bailey liable for the excess of 
$3,600. 











Home Life of New York 
Examination 

The regular periodic examination of 
the Home Life of New York has been 
concluded by the New York Insurance 
Department Examiner and the report 
was filed last week with the directors 
of the company by George S. Van 
Schaick, superintendent of insurance. 

The report concludes with a sum- 
mary which says in part: “There has 
been a substantial gain in insurance 
in force during the four years, the 
total business in force passing the 
four hundred million mark in 1930. 
A good rate of return on investments 
has been maintained. The company is 
in a strong financial position, as shown 
by a surplus of over three millions of 
collars after providing for ordinary 
and contingent liabilities.” 

Commenting on other phases of the 
business, the report says in connection 
with legal expense limitations: “The 
company keeps well within the margins 
allowed under Section 97 of the In- 
surance Law.” It is shown that there 
has been a considerable margin each 
year and that in 1930, under applica- 
tion of the new provisions of Section 
97, this margin was even larger. In 
1930 there was a margin under the 
limits allowed of 8 per cent of first 
year expenses and over 15 per cent of 
total expenses. 

The report brings out the fact that 
the trend in recent years in the Home 
Life has been toward mortgage loans, 
chiefly guaranteed, the holdings in this 
field having nearly doubled in five 
years. The average interest rate 
earned on all mortgage loans in 1930 
was 5.71 per cent. 
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a trained insurance 
sales letter writer. 
Send in your problem 
today. 


letter is not a fabrication. The 

writer and an older friend were 
spending a stormy week end in a moun- 
tain cabin, when a young chap, a stu- 
dent at the Harvard School of Business 
Administration, “blew in.” 

From every indication the older man, 
successful, healthy, well fixed with the 
world’s goods, and the future apparent- 
ly assured, was giving sound advice in 
recommending liberal permanent in- 
vestments and a minimum of insurance. 
He, himself, exemplified the soundness 
of his convictions. 


[et incident related in the above 
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Today he probably would admit hav- 
ing different convictions. The same is 
undoubtedly true of thousands of other 
men whose theories on sound invest- 
ments have been knocked into a cocked 
hat simultaneously with a heavy drain 
on their resources to meet the emer- 
gency of sickness or something equally 
costly. 

Round up a few instances of this 
sort. They make a good barrage to 
shake the complacency of men in their 
late thirties who believe they can do 
with a minimum of insurance if they 
have a sufficiency of investments. 








—— 


While this letter is particularly ap- 
plicable to that type, its offering should 
not be construed to mean that younger 
men are not prospects for insurance 
annuities. They are the most logical 
prospects, if they can be convinced of 
the value of the contract, for the reason 
that the difference in cost between the 
straight life and annuity contracts is 
less on the younger lives—a fact that 
can be advantageously worked into our 
letter if addressed to a man in his 
twenties. Even though this effort re- 
sults in no immediate business, it paves 
the way to future sales. 











An Insuranee Salesman’s 
A Day by Day Chart Plotted for the 








Inc 


Your advertising 
for the week 
should tie up with 
lependence Day; the 


theme, of course, being 
life 
guarantee of financial 
independence for your 
family and for your- 
self in old age. 


insurance, the 








July of last year 

was a big produc- 

tion month. Fail- 
ures to equal that rec- 
ord should not be 
considered as an indict- 
ment of business condi- 
tions. Many agents, 
however, will equal or 
better the mark. 


3 Stress the sale of 
Annuities this 

month and your 
proof of success will 
be the measure of the 
increase or decrease in 
production—a gage of 
effectiveness. The pub- 
lic is right now An- 
nuity conscious. 






































Mail to a selected 
6 list of prospects 

the sales _ letter 
printed elsewhere in 
this issue. Actors, ath- 
letes and all others 
whose productive years 
are limited are A No. 
1 prospects for this 


Be certain’ that 

you make good use 

of all literature 
available from your 
company’s home office 
agency department. 
Read THE SPECTATOR 
suggestions for news- 
paper advertising on 
another page of this 
issue. 


8 


will 


ages 
to the grave. 





Prospects for An- 
nuity policies in 
different forms 
be found in all 
from the cradle 
While 


people in middle life 


are 


most __—irreceptive, 


young men and women 
are logical clients. 











kn 
up 
an 
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up 
ha 


contract, and 





Compile a list of 
men and women in 


your teritory 
own to have signed 
for group  insur- 
ce. Pick those earn- 


ing enough to finance 


substantial Annuity 
follow 
. They're already 
If sold. 


protection. 
1 Review your 
() last month’s 
business record. 
Go after those cases 
almost but not quite 
closed. The idea of life 
insurance often grows 
on a prospect after he 
has had a chance to 
think it over. 


whose record 

for 1931 is bet- 
ter than the same 
period last year de- 
clared the other day 
that smarter work and 
longer hours accounted 
for the business. In- 
cluding an_ all-day 


1 A general agent 































in 
the 
ser 


oI 





13°: 


ness firms. 
heads of those concerns 


Prepare a list 
prospects 
from big busi- 
Solicit the 


an effort to sell 
m pension plans for 
vants and employees 
long standing. 





Young men 
1 often are hard 

to sell because 
they feel confident that 
future years will find 
them _ independently 
rich. They can be made 
to see the desirability 
for protection for 
others. Mother or sis- 
ter, for instance. 





Saturday. 
1 Successful men 
5 over fifty ap- 
preciate and 
praise life insurance. 
Ask a_ representative 
group to indorse your 
product in a personal 
letter and use it in 
soliciting younger pros- 
pects. 








1 


the 


Be certain that 
your new ad- 
vertising for 
week is in the 


hands of the publish- 
ers by this time. Try 


to get him 


to print 


news features with an 
insurance background. 
Such material is plenti- 


ful. 
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Calendar for July 


Guidance of Life Insurance Agents 





17 When phoning 
for an appoint- 

ment, find out 
when your prospective 
client is planning to go 
on vacation. If possi- 
ble, make your ap- 
pointment before he 
leaves and avoid com- 
petition for his ready 
cash. 





1 A sales letter 
planned espe- 
cially for va- 
cationers should be 
good. Remind them 
that everyone likes to 
think of the day in 
later years when the 
rest of their life will 
be a long. vacation, 
financed by Annuities. 








2? Here is a made- 
to-order group 
of Annuity 
prospects. Men who 
have just completed 
educational endow- 
ment payments or men 
whose children have 
just graduated from 
college. “Save for your- 
self now.” 





2? June and July 


production 

should be about 
on a par. Check up 
now against last month 
and if the record is 
not satisfactory, plan 
your work for the next 
ten days on an equal- 
izing basis. 


2 The idea of 
safety of in- 
vestment is not 
new, but it is one that 
should never be neg- 
lected in selling Annui- 
ties. The lessons of the 
present financial emer- 
gency should pay divi- 
dends now and forever 
after. 


Clear your desk 
2 of accumulated 

corresp ondence 
and keep it so. Home 
office literature and 
trade journals can be 
read at your home dur- 
ing the evenings with 
profit to yourself. 


2? Read the obit- 
uary pages for 
notices of estate 
settlements, etc. A per- 
son of little means who 
has suddenly inherited 
money has one out- 
standing desire and 
need—a safe and sound 
investment program. 





Cultivate the 
25 friendship of 

wealthy men 
who are no longer in- 
surable. They often 
are the best friends of 
insurance and will go 
out of their way to 
persuade relatives and 
friends to buy while it 
is available. 











2? Start your last 
7 week off with a 
final sales let- 
ter barrage and plan 
one more. advertise- 
ment for the daily pa- 
per. Pick your pros- 
pects carefully and fol- 
low up every letter 
with a telephone call. 


A man during 
wre, his productive 

years never 
lacks for friends, but 
in the words of a Pru- 
dential advertisement, 
“An old man’s misery 
is of interest to no 
one.” This great truth 
sells Annuities. 








Before closing 
29 the month’s 

business, make 
a check up of your 
persistency record. A 
lapsed policy brews ill 
will for insurance that 
will be felt as long as 
the loser lives. 





A final sugges- 
3 tion. Select six 

of the most 
heavily insured men 
you are able to find in 
your territory and go 
after them. The more 
they have the more 
they want. They ap- 
preciate values. 





chore for 

a) i last day of the 

month calls for 

the assembly of accu- 

rate production data. 

Revise your prospect 

card file for July and 

arrange the _ incom- 

pleted cases for future 
attention. 
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FOR THE 
AMBITIOUS AGENT 


Liberal Agency contracts, prompt, eff- 
cient underwriting service and quick 
payment of claims are some of the major 
qualities that make the Missouri State 
Life a most desirable Company for an 
Agency connection. 


The Company offers a multiple line. of 
Life, Accident and Health, Group and 








Salary Savings Insurance—a Complete 
kit for the ambitious Agent who seeks 
opportunity to build a profitable busi- 
ness. 





A BILLION AND A QUARTER 


of insurance in force. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Saint Louis 








A Good Company to Represent 
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Uncle Abe Says: 


WRITE YOUR CONGRESSMAN! 


HERBERT, HOOVER COUNTY, IND. 


Editor, THE SPECTATOR: 


The constitution of the United States 
provides that cruel and unusual punish- 
ments shall not be inflicted. 

Anyone who considers certain nepha- 
rious goings-on, hereinafter to be re- 
lated, will undoubtedly agree that the 
next great constitutional amendment 
(after the repeal of another amend- 
ment) ought to be the repeal of the 
provision against such punishments. 

Otherwise, how can we adequately 
provide against petty plagiarists, plau- 
sible twisters, radio crooners, saxo- 
phonists, and field actuaries. 

Limitations under which we now 
labor take the color and the pictures- 
queness from a situation which might 
have many possibilities. I am _ not 
naturally vindictive, yet one of my 
greatest present wishes would have to 
do with the use of the rack and the 
wheel of the ancient prison ships upon 
a narrow chested figure chaser who 
temporarily prevented my selling a 
$15,000 ap last week—a _ nrepharious 
gump who can’t sell—and can only 
queer sales for honest underwriters. 


How It Happened 


This was how it happened. The den- 
tist over at Syccamore Valley has a 
new baby boy—third child—oldest 
seven. I took him up on the high 
mountain and showed him what a 
family income policy would do for him. 
Had him hot. We were interrupted 
and I arranged to return in the morn- 
ing. 

That evening this mathematical ex- 
cuse for a salesman happened to get 
into talking distance with him—and he 
used up three ten cent tablets figuring 
cash values, dividends, alternate plans, 
options, and the American Men’s table 
—everything that could be computed 
but the specific heat of vaporization. 

Had Mr. Dentist so balled up he 
needed a week to get his breath. I 
heard about it next morning and knew 
it wasn’t any sense to go and see him 
until his blood pressure was normal 
again. But I had an inspiration. 

My daughter belongs to the Sycca- 

more Valley Ladies Cultural Society 
and they were having a meeting that 
afternoon; I knew that if I passed 
,a word to her, she, innocently would 
pass it on to the ladies and first thing 
Mr. Dentist knew six other actuaries, 
a comptometer, an adding machine and 
a cash register on legs would be in to 
see him. 
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Abraham Riggs, an Old Timer with a 
Load of Grief. This Time He Is Dis- 
turbed About “Field Actuaries” 


That was the way it happened. 

Mr. Dentist was a bit impressed 
when the first mathematical under- 
writer talked to him, but after he lis- 
tened to the second, all the things that 
Mr. Number one proved, were con- 
vincingly unproved. The process was 
repeated a time or two. 

Then all I had to do was to wait a 
week and tell him; “Now my friend, 
forget all those figures; we have got 
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actuaries too, but we keep them locked 
up in the home office. 

“The thing you want to do is to get 
set so that if anything happens to you 
during the next twenty years, Nellie 
and the babies will be taken care of 
anyway. You want to send Junior to 
the State university, just as we talked 
about; you want your wife to have 
enough money to take care of the chil- 
dren until they are grown and then to 
have that little annuity for the rest 
of her life. Forget everything else. 
Shall we fix it up?” And we did. 

But conditions like this should not be 
allowed in America. If we could get 
the constitution amended, we could boil 
a few field actuaries in oil, and have a 
lot of fun. 

Probably there are some other things 
we could do, that I haven’t thought of 
—so I figure if all of you will write 
your congressman and we can get this 
thing started then we can take each 
of those other little irritations up in 
proper parliamentary order. 

Sincerely yours, 
ABRAHAM Ricos, Special Agent. 


P.S.—No use trying to put the Bee 
on me if you get that law repealed and 
constitution amended, because just as 
soon as you do I am going to open up 
an agency in Cuba. 

P. S. S.—I am flattered by your re- 
quest for my photograph; I am sending 
one but I am a whole lot better looking 
than it shows. I had an indigestion 
attack the morning it was taken, but 
it will do, if you really want it.— 
Uncle Abe. 








Sales Help for the Life Underwriter 


(Concluded from page 11) 


information; but first you must direct 
his thoughts to different classes of peo- 
ple and to the suggestive needs of those 
people. 

The method above described provides 


an endless chain of names, permits 
you to work in centers of influence, 
gives advance information, helps to 


solve many of your problems and pro- 
vides rich fields of undeveloped land to 
cultivate. 

To concentrate on certain classes ot 
professional people is recommended. 
Although they may be strangers to you 
at the beginning, you learn to know 
their language, methods of doing busi- 
ness, likes and dislikes. 

Teachers, dentists, doctors, lawyers 
and ministers al! have a similar prob- 
lem. Their income is based on the giv- 
ing of a service during the productive 
years. When they go, their income 
goes with them. None of the earning 
power is left. A professional man 
wants to project his income into the 
future. You may underwrite a part 


of his present income so as to provide 
future income when it will be most 
needed. Such has a double appeal. 

As you advance in the work of a life 
underwriting and become more familiar 
with both people, their needs and how 
well equipped your company is to serve 
most all classes of humanity, other 
sources of prospecting will present 
itself. The market is wide open and 
results accrue to the one who makes 
the effort to grow. 

Imagination provides a 
way to find prospects. 

Names may be secured from such 
sources. Study them carefully and con- 
vert the new names into prospects and 
sales. 

Trade and class directories. Blue 
books, social and church programs. 
City and county tax lists. Auto license 
lists. Marriage, birth and death no- 
tices. Teachers’ lists. Newspaper so- 
cial items. Labor reports. Building 
permits. Graduating classes from 
schools and colleges. 


successful 


























am the Greek historian, describes 
an ancient “hospital.” He tells how the sick 
were assembled in the market place, there to 
discuss their ailments with passersby in the 
hope that one who had survived a similar 
illness might suggest a cure. They sought 
remedies that had been proved in actual use. 


The Life Underwriter of today seeks reme- 
dies—remedies that dispel sales resistance. 
He wants only the ideas that will culminate 
successfully—in sales. Some of these ideas 
he gets from the men working with him; 
some are adaptations of plans he has learned 
about indirectly. 


The Union Central representative has no 
need to search for presentations that get ap- 
plications. They are brought to him; not as 
theoretical successes, but as established sales 
helps in daily use by other agents. When his 
copy of The Agency Bulletin, weekly Field 
publication of the Company, reaches him on 
Monday morning, he is prepared to start the 
week with fresh ideas that lend zest to his 
interviews, add materially to his income. 


This modern principle of concentrating suc- 
cessful experience in a place where it is 
readily available is helping nearly 200 Union 
Central men to maintain their rate of produc- 
tion at over two hundred thousand in 1931. 


The Union Central Life 
Insurance Company 


of Cincinnati 








We Have What People 
Are Looking for Today 


The attractive low rate and the unusually 
liberal provisions of the Universal Policy are 
making it possible for National Life repre- 
sentatives to forge steadily ahead in spite of 


conditions which tend to reduce production. 


The Universal gives National Life repre- 
sentatives something new to talk about; a story 
of fairness that wins a hearing, arouses interest 


and results in sales. 


If you would like to know how the Universal 
differs from “run-of-the-mill” insurance con- 


tracts, we will be glad to tell you. 


National Life Company 
118 llth Street 


Des Moines, Iowa 








[ 








AMERICAN NATIONAL 


Insurance Company 


GALVESTON.TEXAS 


Mr. Agent— 


Are you interested in working under 
a direct home office contract? 


If so, clip the coupon! 


This company offers such a contract to men 
and women of character and ability. Write 
all forms, life, endowment, old age pensions, 
educational, juvenile, commercial health and 
accident and group policies. 


$43,535,337.85 Assets $6,100,953.69 Surplus 


Wilfred S. McLeod, Secretary, Board of Control 
American National Insurance Co., Galveston, Texas 


Give me particulars of your agency proposition. 





Over One and One-Half Billions in Force 
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Study on Agency Costs 
Published 


Research Bureau Findings Prove 
Fallacy of Volume as True 
Measure of Profit 


HARTFORD, CONN., June 20.—The 
Life Insurance Sales Research Bureau 
has just released to its member com- 
panies a comprehensive report, present- 
ing the results of its study of agency 
costs up to now, and outlining some 
principles of agency management which 
were developed by the study of this 
important subject. 

The purpose of these studies by L. S. 
Morrison of the Bureau staff, has been 
to obtain actual field data on (1) the 
cost of agency operation and (2) value 
of business to general agent. Figures 
used as the basis of the studies were 
obtained by actual visits to fifty agen- 
cies throughout the United States. 
Nineteen are urban, twenty-five are 
urban and rural, and six are rural. In 
size as expressed in production they 
vary from $1,700,000 to $50,000,000. 

Although the Research Bureau has 
no definite idea of what a nationwide 
average would be, it has determined 
average figures based on these fifty 
agencies, and for the convenience of the 
report has set up “Average Agency,” 
using the average figures—or more 
precisely the median of these fifty 
agencies. 

The principles of agency costs are 
applicable equally to both general agent 
and branch manager. Those which 
underlie profit are perhaps of less in- 
terest to the branch manager than to 
the general agent, although a manager 
who does not observe them cannot hope 
to build an agency upon which the 
company will look with favor. Accord- 
ing to the Research Bureau, certain 
principles, although not new, have been 
developed in this study. 

They are, however, understood and 
practiced by a minority of Managers 
and General Agents. It has long been 
believed that increased volume was the 
panacea for agency ills, but the report 
of the Bureau proves this idea to be a 
fallacy. Too often volume is attained 
at a cost which makes profit impossible, 
and where achieved without quality, it 
may make a bad situation worse. On 
the other hand, to stress quality at the 
expense of adequate volume is to neg- 
lect the possibilities of the situation 
and the obligation to clientele and 
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HEADS ST. LOUIS 
MANAGERS 


E. G. Squires, agency manager in 
St. Louis, Mo., for the Bankers Life 
Company of Des Moines, Iowa, has 
been elected president of the General 
Agents and Managers Association of 
St. Louis, Mo., to succeed Ira Fisher, 
general agent for the Penn Mutual 
Life Insurance Company, who served 
during the past year. Mr. Fisher was 
made an honorary member of the board 
of directors of the association. 

John J. Crowley, general agent in 
St. Louis for the Pacific Mutual Life 
Insurance Company, who made quite 
a record in the office of secretary and 
treasurer for the General Agents and 
Managers Association during the past 
year, was prevailed upon to continue 
in that post for at least another term. 

Claud R. Fooshe, general agent for 
the Prudential Life Insuranee Com- 
pany of Newark, N. J., was elected 
vice-president to succeed Mr. Squires. 

C. O. Shepherd, vice-president and 
actuary of the Missouri State Life In- 
surance Company of St. Louis, was the 
principal speaker at the _ regular 
monthly meeting of the General Agents 
and Managers Association of St. Louis 
held at the Lenox Hotel on June 16. 
He discussed present business condi- 
tions and the outlook for life insurance 
in the remaining months of 1931. 


Home Office. It is the conclusion of the 
Bureau that a successful manager or 
general agent must consider carefully 
the production of new business on the 
basis of volume, quality and cost. To 
assist in the solution of this problem, 
the Bureau has developed the following 
principles which determine cost in op- 
erating an agency: 

1. The cost of handling old business. 


The amount which will be spent to handle 
old business is very largely deter- 
mined at the time the business is 
written and thereafter comparatively 
little can be done to change it Con- 
sequently if the manager accepts 
properly written business, he assumes 
a liability which will burden the 
agency for years thereafter. 

2. The clerical cost of handling new business 





For a given volume, when this cost is 
related to insurance or to premiums, 
it will vary with the size of the 
policy. When the policy is too small 


practically the entire first yea 
come is absorbed by clerical cost, 
with little or no margin remaining to 
cover the cost of selling 


3. The cost of selling new business 
In a given agency and for a given stand- 
ard of service, sales cost will be de- 


termined by: 
a. Persistency of organization. 
b. Production per agent. 


(Concluded on page 21) 


Aetna Life Enters 
A Ea Gi 


Group Now Includes 141 Com- 
panies with Assets Totalling 
Over Four Biliions 


The Aetna Life Insurance Company 
of Hartford, Conn., has been unani- 
mously admitted to membership in the 
American Life Convention, the oldest 
and largest organization of its kind in 
the world. 

The admittance of the Aetna Life 
increases the total membership of the 
American Life Convention to 141 com- 
panies, including several Canadian 
companies. 

The companies that are now mem- 
bers of the Convention have more than 
$32,000,000,000 of insurance in force 
and admitted ‘assets in excess of $4,- 
500,000,000. The Convention com- 
panies are domiciled in thirty-seven 
States, the District of Columbia and 
the Provinces of Ontario and Quebec 
in Canada. 

The Aetna Life, which was founded 
in 1850, has long been one of the out- 
standing insurance companies of the 
world and has had a steady and sub- 
stantial growth, being conservatively 
progressive and contributing much to 
the advancement of life insurance in 
this country. The company closed 1930 
with admitted assets of $424,776,176, 
surplus accounts of $49,854,278 and 
insurance in force of $3,827,858,776. 
In 1930 its agency organization paid 
for $916,060,151, including revivals. 

The twenty-sixth annual meeting of 
the American Life Convention will be 
held at the William Penn Hotel, Pitts- 
burgh, Pa., on October 5, 6, 7, 8 and 9. 
As has been the custom for many 
years, the Legal Section will hold its 
sessions on October 5 and 6. 

The general sessions of the Conven- 
tion will open on the morning of Oc- 
tober 7 and the Financial and Home 
Office Management sections will also 
meet that day. Thursday, October 8, 
will be devoted to the general meeting 
and the annual banquet. On the clos- 
ing day, October 9, the Agency Section 
will hold its meeting while the execu- 
tive session of the main convention 
will also be held. 

Advance interest in the forthcoming 
meeting indicates that the attendance 
may rival the record-breaking mark 
set at Chicago last year. 


Life Insurance 
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MERVIN L. LANE TO HEAD NEW 
AGENCY 

Effective the first day of July, 1931, 
Mervin L. Lane will sever his official 
connection with the Lane Agency, Inc., 
New York, which from that time on, 
will be operated by Louis Lane and 
Frank L. Lane, who will continue the 
building of a full-time organization, 
and the handling of brokerage busi- 
for the Home Life Insurance 
Company of New York. 

Mervin L. Lane will 
pointment as general 
Connecticut Mutual Life Insurance 
Company, and will build a full-time 
organization and initiate a brokerage 
department for the latter company. 


ness, 


accept an ap- 
agent of the 


NEW LAW AFFECTS BURIAL 
BENEFIT COMPANIES 

Persons or firms issuing burial con- 
tracts or certificates in Connecticut ac- 
quire the status of insurance companies 
under a new law passed by the Connec- 
ticut Legislature which becomes oper- 
ative July 1. 

Heretofore subject to no regulations, 
these persons and firms under the new 
law are placed under the supervision 
of the Connecticut Insurance Commis- 
sioner, are required to obtain a license 
from him and are declared to be sub- 
ject to all the applicable provisions of 
the General Statutes pertaining to and 
governing the issuance of policies of 
life insurance. 


RESIGNS AS GENERAL AGENT 


The Provident Mutual Life Insurance 
Company of Philadelphia announces the 
resignation of George L. Buck, general 
agent in the partnership of Peterson 
and Buck, leaving William Peterson as 
sole general agent for the State of 
Washington. His address will be 752 
Central Building, southeast corner 
Third Avenue and Marion Street, 
Seattle, Wash. 

Mr. Buck will continue as a personal 
producer for the company. Announce- 
ment is also made of the retirement of 
Walter P. Northup, general agent at 
Rochester, N. Y. Until a successor is 
appointed the business of the agency 
will be under the direction of J. Stinson 
Scott, agency assistant at the home 
office. 


MOBILE UNDERWRITERS ELECT 

The Mobile Life Underwriters As- 
sociation at its last meeting elected Joe 
C. Montgomery president. Other offi- 
cers chosen were: Edward A. Zel- 
micker, vice-president; Henry Toenes, 
re-elected secretary; Thompson McRae, 
treasurer. 


Life Insurance 


UNION CENTRAL LIFE 

In the 1931 edition of The Life In- 
surance Policyholders Pocket Index, 
on page 109, there is an error in the 
presentation of the items of policy 
claims and unpaid dividends, dividends 
to accumulate and other liabilities for 
the Union Central Life Insurance Com- 
pany of Cincinnati, Ohio. The correct 
amount of policy claims for this com- 
pany is $1,424,825, while that of un- 
paid dividends, dividends to accumu- 
late, etc., should have been shown as 
$22,117,417. Through an error, an 
item of $12,307,950, or proceeds of 
policies left with the company at in- 
terest, was added to the former item. 


MAJOR J. H. GREENE 


Major Jacob H. Greene, secretary of 
the Connecticut Mutual Life Insurance 
Company since 1918, and son of the 
late Colonel Jacob L. Greene, who was 
president of that company from 1878 
to 1905, died June 16 as the result of 
a serious operation. He was 63 years 
of age. Major Greene began his work 
with the Connecticut Mutual in 1899 as 
assistant secretary; in 1905 was made 
second secretary; and rose to the secre- 
taryship in 1918, which position he held 
at the time of his death. Major Greene 
was born in Pittsfield, Mass., June 10, 
1868, and was graduated from Trinity 
College in 1891. 


New York Life Agents’ compensation includes “Nylic,” a monthly 
payment beginning after two years’ service, based on previous pro- 


duction. 


This gives them a certain regular income increasing from 


time to time during the next 18 years, based upon the same annual 


production of new business. 


“Senior Nylics” have served a mini- 


mum of 20 years and are drawing an annuity, payable in monthly 


instalments, which will continue for life. 


Most of them are still 


active in writing new business, though they have the right to retire. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 
NEW YORK, N. Y. 
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Storer for President 





Movement Endorsed by Fellow 
Underwriters of Indianapolis; 
Association Elects New 


Officers 


One thing was decided for certain 
at the meeting of the Indianapolis As- 
sociation of Life Underwriters held at 
the Claypool Hotel, Friday, and that 
was, the association would have a can- 
didate for president of the National 
Association of Life Underwriters when 
it meets in September at Pittsburgh. 
Elbert Storer, Indiana agent for the 
Bankers Life Company of Iowa, is in 
line for this distinction, being now vice- 
president of the association. He al- 
ways has been an active worker and 
is a former president of the Indiana 
Association. He is widely known 
throughout the State and doubtless 
efforts will be made to enlist the aid 
of the entire Indiana delegation in his 
behalf. His selection as a candidate 
came by unanimous vote with much 
applause. 

The Indianapolis Association, just 
to show what could be done in a week’s 
membership drive, reported a 50 per 
cent increase in the membership. In 
other words, the membership rose from 
approximately 400 to more than 600, 
and the association is looking again 
with yearning eyes on the national 
membership trophy for gains. It won 
the trophy last year for this same 
achievement. 

That was not all that was done, 
however, for it being the last meeting 
before the summer vacation period, 
officers were elected. J. Perry Meek 
of the Indianapolis Life Insurance 
Company, vice-president last year, was 
elected by the board of directors to be 
president. Other officers were E. A. 
Crane, first vice-president; R. Ralston 
Jones, second vice-president; Martin 
W. Lammers, secretary, and D. Earl 
McDonald, treasurer. H. A. Luckey 
is the retiring president. 

The new directors were officially in- 
stalled in office. They are Roy W. Van 
Buren, W. B. Cox, Joe T, Traylor, Mr. 
Crane, Ward Hackleman, Mr. Jones 
and W. W. Harrison. 

A fine entertainment program with 
a minimum of speeches closed the pro- 
gram. 





JOINS MARYLAND LIFE 


BALTIMORE, June 20.—C. C. Cla- 
baugh, superintendent of agencies, an- 
nounces the appointment of Clyde 
Morrison as an agent at Huntington, 
W. Va., of the Maryland Life Insur- 
ance Company. 
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WIFE WINS DAMAGE SUIT 
AGAINST HUSBAND 


Insurance interests were concerned 
over a decision of the Supreme Court 
of Alabama awarding a wife $20,000 
damages against her husband for in- 
juries received in an automobile acci- 
dent. The woman claimed that she 
was driving when her husband grabbed 
the wheel causing the car to skid and 
turn over, severely injuring her. 





LEADING TRAVELERS PRODUCERS 
BALTIMORE, June 20.—M. Nelson 
Bond of Apple & Bond, general agents 
in Maryland of the Travelers Insur- 
ance Company of Hartford, leads the 
country for production, according to 
a telegram received this week by Mr. 
Bond from the home office in Hartford. 
Mr. Bond has written $700,000 in life 
insurance since the first of the year. 


Agency Costs Studied 
(Concluded from page 19) 


The Bureau, through this study of 
agency costs, has also been able te 
develop principles which determine 
profit. As profit is the difference be- 
tween gross income and expense, it can 
be increased by increasing gross income 
or decreasing expense or both. Greater 
volume does not necessarily mean great- 
er profit because in the attainment of 
that volume, expense may increase 
faster than income. Total profit, ac- 
cording to the Bureau, should be re- 
garded as the profit per unit times 
the number of units sold. 


The problem of the general agent or 
manager is: 

1.To increase the number of units sold 

without decreasing the profit per unit. 


2.To increase the unit profit without de- 
creasing the number of units sold. 


The report of the Bureau discusses 
only the second of these two alter- 
natives—how the profit from a given 
unit of business can be increased: 


1. Gross income con be increased: 
a. By writing a larger average premium 
per thousand. - 
b. By maintaining a better persistency. 
2. Expense can be decreased: 


a. By increasing production without in- 
creasing first-year expense in pro- 
portion. 

b. By reducing the cost per collection. 

ce. By reducing the number of semi- 
annual, quarterly or monthly 
premiums. 

d.By writing a larger average size 
policy. 


Financial success, it is the conclusion 
of the Bureau, will depend principally 
upon whether or not the manager can 
keep cost and value in the proper rel- 
ation. When he secures new business, 
what he does in effect is to buy a single 
premium annuity. The cost is the net 
first-year investment—the return is 
the net value of the renewal income 
which may reasonably be expected. 











Common 


Wealth 


, e 
What s in a name? 


Well, ours gives the 
whole spirit of the or- 


ganization. 


Wealth — because 
our business is 
sound and profita- 
ble; Common be- 
cause the activities, 
interests and re- 


sources of our 







home office 


and our 






agents are 





one. The re- 





sult is Com- 


mon Wealth. 
Cordial Co-opera- 










tion is our key- 






note. The helpful, in- 






terested backing of the 





home of fice which 





means success for our 


agents. 


COMMONWEALTH 


LIFE INSURANCE C0. 
LOUISVILLE, KY 
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HERE ARE TEN | 
THINGS RELIANCE DOES 
FOR ITS AGENTS BEYOND 
ITS CONTRACT PROMISES 
































1. 
ADVERTISING 


Newspaper advertising campaigns that build pres- 
tige and secure thousands and thousands of direct 


leads. 


o2- 
PUBLICITY 


Prestige building publicity in newspapers all over 
the United States . . . which breaks down sales 


resistance for Reliance representatives. 


oD 
LEAD SERVICE 


A highly-successful, thoroughly-tested plan of 
prospect finding that has meant thousands of 


dollars to Reliance agents. 


4. 
CONTESTS 


Liberal prize contests that stimulate friendly 
rivalry and greatly increase sales . . . at no cost to 


Reliance agents. 
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A forceful and eifective campaign, that was 


OF 
DIRECT MAIL 


awarded second prize in the Insurance Advertis- 


ing Conference contest at Milwaukee in 1930. 


6. 


DAILY WORKING PLAN 


A systematic method of stimulating sales produc- 


tion and eliminating waste motion for Reliance 


men on the firing line. 


ode 


CONSERVATION 
PROGRAM 


A strong series of illustrated four-page letters 


which 


lapses. 


have greatly reduced Reliance policy 
Also a prize-winner at Milwaukee. 





8, 
RESALE PROGRAM 


Carefully worked out and highly successful plans 
for keeping every policyholder sold on his 
Reliance _ olicy. 


9. 
EDUCATIONAL COURSE 


A scientific method of giving every Reliance agent 
the benefit of the most successful selling plans 
and ideas of the biggest insurance producers. 


10. 


RELIANCE 
BULLETIN 


A beautifully-printed and illustrated monthly mag- 
azine . . . full of ideas and interesting news... 
that plays a big part in maintaining the loyalty, 
good-fellowship and efficiency of the Reliance 
family. 
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Don’t Be Afraid of “No,” 
Advises Riehle 





Definite Sales Plan and a 
Dramatized Presentation 
Necessary 


PHILADELPHIA, June 22.—That word 
“No” which sounds so loud and ap- 
pears so big is just a small, little word 
that doesn’t mean very much. But— 
that whispered word “Yes”—ah, that’s 
the big word that counts. So Theodore 
M. Riehle, of the Equitable Society, 
originator of the “Call to Arms Drive,” 
told the June luncheon-meeting of the 
Philadelphia Association of Life 
Underwriters. 

In his sales talk he urged agents not 
to be afraid of the word “no.” 

“What if the prospect does say no,” 
he said, “you still have an even break, 
and that’s the best part of this busi- 
ness of ours. No matter how the pros- 
pect reacts, you have nothing to lose 
and perhaps something to gain. Don’t 
be afraid of the ‘no’ and don’t wait 
for him to say ‘yes, I'll buy $10,000.’ 
Make the suggestion yourself and keep 
in mind the fact that the ‘no’ is thun- 
dered, but the ‘yes’ is only whispered.” 

He urged his audience to dramatize 
sales presentations and to have a defi- 
nite sales plan. He said that 85 per 
cent of success in life insurance con- 
sisted of courage and the willingness 
to work. 

Prior to Mr. Riehle’s address, Louis 
F. Paret, general agent of the Provi- 
dent Mutual Life, was elected and in- 
ducted into office as president of the 
association, succeeding Arthur B. 
Cheyney, of the Continental-American. 





MANLEY MONTH SUCCESSFUL 

May Manly Month, an established 
period each year when business pro- 
duced by the Indianapolis Life Insur- 
ance Company designated as a 
tribute to the president, Frank P. 
Manly, was the greatest this year in 
the history of the company, according 
to officials. Every State in which the 
company writes business contributed to 
the success of the campaign with the 
Indianapolis agency staff leading the 
way. 


is 





SEVENTEEN PER CENT GAIN 

An increase of 17 per cent in new 
business written in California in May 
over that of any month this year, is 
reported by the Northern Life of 
Seattle. H. O. Seale, Jr., field super- 
visor for the company at San Fran- 
cisco, declares that conditions in the 
State appear to be better for life in- 
surance now than at any time in the 
past. 


Life Insurance 


NEW COMPANY FORMED 
William J. Schultz, Jr., and C. G. 
Schultz, officers of the Union Mutual 


Life Company of Iowa and the Union | 


Mutual Casualty Company have formed 
a third insurance company, the Union 
Mutual Life Company of Iowa, accord- 
ing to announcement. 

The new concern is a stock company 
with capital of $200,000 and will en- 
gage in the writing of life and accident 
insurance, according to C. G. Schultz, 
vice-president and secretary. Offices 
will be maintained in East Des Moines, 
where the two mutual companies are 
domiciled. 





RELIANCE LIFE CONTEST 
WINNERS 

W. C. Woellner of Cincinnati and G. 
P. 
tional winners in the Newspaper 
Coupon Clean-Up Contest held by the 
Reliance Life Insurance Company of 
Pittsburgh during April and May for 
business produced from coupon in- 
quiries received from the national] 
newspaper advertising campaign Re- 
liance Life has been conducting for 
the past six months in thirty-eight of 
the leading newspapers of the country. 
Mr. Woellner was the national leader 
in paid volume and Mr. Felty was the 
national leader 
sales. They also won departmental 
prizes in these classifications. 

The national leaders in this contest 
are both in their first year with Re- 
liance Life. More than 1200 Reliance 
agents throughout the country partici- 
pate in the benefits of the Reliance 
newspaper advertising which has pro- 
duced more than 10,000 inquiries and 
resulted in more than $2,000,000 of new 
insurance. 





JAMES P. HEWITT 


James P. Hewitt, aged 67, former 
judge of the district court and for 17 
years president of the National Life 
Insurance Company of this city, died 
Friday after a long illness. Prior to 
his entering the life insurance business 
he was a law partner of the late U. S. 
Senator Albert B. Cummins. Inter- 
ment was in Indianola. 





MICHIGAN LEADS LEADERS 


The State of Michigan topped all 
others in the State vs State Hall Month 
contest of the Lincoln National Life 
during May. Ohio was second and 
Pennsylvania was third. California 
and Indiana followed in order. Thirty- 
one States competed in this contest by 
sending rose cards to the home office 
during May with every application 
written. 





Felty of Johnstown were the na- | 


in number of paid | 





EE ae 
A Low Cost 
NYNL 
Life Insurance 
Program 





Prospect—Age 35 
Wife—Age 30 


: Boy—5 
Children—-; 3 


HIS program provides that 

in event of the death of the 
insured, the wife will receive 
the following amounts: 


$3,000 in one sum 


$220 a month until the son is 
ready for college 


$270 a month while one child is 


in college 


$320 a month while two chil- 


dren are in college 


$150 each Christmas until the 


children are grown 


$140 a month after the children 
graduate from college un- 
| til she is 60 years of age, 


at which time her son will 


be 35 and her daughter 32 
$40 a month thereafter for life 


At her death each child will re- 
ceive $5,000 in cash. 


In case the insured should live un- 
til the age of 65, he may then cash 
in his policies for $12,111.45. 


(Some of the above items 
are dependent on the main- 
tenance of the present divi- 
dend scales, which cannot be 
guaranteed.) 


HE entire annual premium for 

this program at age 35 is only 
$684.15 a year, in the Northwestern 
National Life. It is accomplished 
by the purchase of ten units of In- 
come Indemnity. $10,000 Home 
Protector, and a $5,000 Pension 

Bond. The proceeds of the Pension 
Bond left at interest become payable 
at the rate of $50 a month while one 
child is in college and $100 a month 
while two of them are in college. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O J ARNOLD. Pacsmenr 


STRONG-> Minneapolis Minn. ~ LIBERAL 
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CORNELL UNIVERSITY INSURES 


The group plan for insuring the lives 
of men and women who are associated 
in a single enterprise has received a 
further and significant endorsement by 
the administrative officers of Cornell 
University. 

This approval takes the form of a 
group insurance policy which protects 
the faculties and staffs of all colleges 
and schools and of the Agricultural 
Experiment Station at Geneva, N. Y., 
(except the medical center in New 
York City) that compose Cornell Uni- 
versity, and the employees of the ad- 
ministrative and operating depart- 
ments of the University. The policy 
was placed by Stewart, Hencken & Will, 
of New York, general agents for the 
Prudential Insurance Company of 
America. 





FRANK W. MORRISON FUNERAL 


With some of the most prominent life 
insurance men in Indiana as active and 
honorary pall-bearers, last rites for 
Frank White Morrison, 77 years old, 
vice-president of the American Central 
Life Insurance Company were held at 
a mortuary almost directly across Fall 
Creek from the new home of the com- 
pany. Mr. Morrison died at his home 
of a heart attack. Mr. Morrison had 
been connected with the life insurance 
business for years. At one time he was 
with the investment department of the 
Phoenix Mutual Life Insurance Com- 
pany. 





CONTINENTAL LIFE SCHOOL 


A Life Insurance School for home 
office employees of the Continental Life 
Insurance Company of St. Louis, Mo., 
has been formed with A. B. C. Mott, 
actuary for the company, as class in- 
structor. 

The purpose of the school is to give 
the home office workers a broader prac- 
tical knowledge of the entire subject of 
life insurance and in the science of life 
insurance underwriting. 





DES MOINES MANAGERS ELECT 


John H. Leaver, manager of the Des 
Moines agency of the Missouri State 
Life Insurance Company, was elected 
president of the General Agents and 
Managers Club Monday noon at the 
Grant Club. He succeeds Martin L. 
Seltzer of the Aetna. 

L. W. Basham of the Rumsey and 
Basham agency of the Penn Mutual, 
was named vice-president, and L. W. 
Secor of the Great Western Insurance 
Company was reelected secretary and 
treasurer. 
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VETERAN HONORED 





Charles Unger 


Charles Unger, of Mansfield, 25-year 
veteran of the Western and Southern 
Life Insurance Company, was honored 
with a banquet at the Leland Hotel in 
that city June 20. 





J. B. COX WITH JOHN HANCOCK 


MUTUAL 
BIRMINGHAM, ALA., June 23.—W. I. 
Pittman, general agent of the John 


Hancock Mutual, announces the ap- 
pointment of John B. Cox as special 
representative, with offices in suite 233, 
Brown-Marx Building. Mr. Cox has 
been successively general agent of the 
Penn Mutual, Massachusetts Mutual, 
and agency director for the Liberty 
National, of Birmingham, which posi- 
tion he recently relinquished. He is 


one of the best known life insurance 
men in Alabama. 





In 1931 


Be the Outstanding 


Life Insurance Man 










in Your Community 


Our Service Will Help You 


Massachusetts Mutual | 
Life Insurance Co. 


Springfield, Massachusetts 


Organized 1851 


More Than Two Billion Dollars 
of Insurance in Force 















SIXTY YEARS 
OF PROGRESS 
1871 1931 


Statement for 1930 


New Assurances 


Paid for ...... $705,678,000 
Total Assurance 
in Force ..... $2,863,701,000 


Surplus and Con- 
tingency Reserve $36,532,000 


EE cctieéxies $588,733,000 
Liabilities (includ- 
ing Paid - up 


Capital Stock) ..$552,201,000 


SUN LIFE 
Assurance Company 


of Canada 


Head Office: Montreal 

















Insurance Co. 
“‘The Friendly Company” 


Frankfort, Indiana 


$5,884,944.18 on Deposit 
with the Indiana Insurance 
Department 


$839,839.33 Surplus 
tection to Policyholders 


$50,000,000.00 Insurance in 
Force 


Pro- 


NEW STANDARD POLICIES, LOW 
RATES, DISABILITY CLAUSE, 
DOUBLE INDEMNITY PROVISION, 
MONTHLY INCOME, GUARAN- 
TEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICH- 
IGAN, ARKANSAS, TENNESSEE, 
TEXAS, IOWA AND CALIFORNIA. 


A few top notch contracts to In- 
surance Producers with experi- 
ence, character and ability. Ad- 
dress the Company. 





Peoples Life 





Life Insurance 
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No Depression for This Man 


He sells something that 
everybody needs—the protec- 
tion afforded by United Life 
policies which contain ALL 
IN ONE CONTRACT: 


LIFE INSURANCE WITH 
DOUBLE AND TRIPLE IN- 
DEMNITY FOR ACCIDEN- 
TAL DEATH. 

NON - CANCELLABLE, 
NON-PRORATABLE WEEK- 
LY ACCIDENT INDEMNITY. 


WAIVER OF PREMIUMS 


Southern Central 


Life Insurance Company | 
| 


Writing all regular forms 
of ordinary Life Insur- 


AND MONTHLY. INCOME 
FOR TOTAL AND PERMA- 


NENT DISABILITY. 


In addition to attractive 
policy contracts in the form 
of ordinary 'ife, limited pay- 
ment life, endowments, month- 
ly income, educational endow- 
ments, and juvenile insurance 
he offers 


THE INCOME INDEMNITY 
CONTRACT — THE NEVER 
FAILING SUBSTITUTE FOR 
THE SALARY CHECK. 


ambitious 
in touch 


ance, women on same 





basis as men. 


His advice to 
agents is this: Get 
immediately with 





JAMES H. SKEWES 
President 


— United Lif d Accident Insurance 
Rosenbaum Building we aa 


MERIDIAN, MISSISSIPPI 


Home Office: United Life Building 
CONCORD, NEW HAMPSHIRE 
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for progressive agents... EUREKA-SECURITY 





Life 
Underwriting 
Efficiency 


by Walter Cluf 


The Spirit 
of Life 


Underwriting 
by Walter Cluf 


FIRE and MARINE 


Insurance Company 


Repeatedly described as In thts book, a sequel ° ° ° 
the best beginners text to. Life — Underwriting 22 Garfield Place, Cincinnati, oO. 
available on life insur- Efficiency, the author em- 


salesmanship. Nu- phasizes the importance 


ance 

merous subtle ways of at- of physical appearance 

tracting the prospects at- and mental attitude. This 

tention ind beguiling book is not only highly CAPITAL $1,000,000 
methods of approach are inspirational to both the 

outlined. followed by new and the experienced 

many ingenious. closing salesman but also offers 

suggestions, Selling ade- many new and effective —4— 

quate coverage is stressed sales methods. One Gen- 


eral Agent says it is “the 


with definite examples to 
show how the salesman best sales book for both 


Established 1864 


may lead the prospect to new and old men I have 
discover the extent of his read in my 26 years in the 
own needs, business.” 
Price $1.00 Price $1.00 > 
12 copies, $10: 12 copies, $10: 
25 copies. $20. 25 copies. $20. AN OLD COMPANY WITH 





AN EXCELLENT RECORD 





C. L. U. DEGREE QUESTIONS & ANSWERS 
Price $1.00 


12 copies, $10. 


a 


Copies of complete set of questions and 
answers to the last C. L. U. Degree 
examination. Limited supply. 


STATE AGENTS 
New York 


George H. Reuter 
P. 0. Bex 299 
Syracuse, N. Y. 





Pennsylvania 
George A. Reynolds 
901 Columbia Bldg. 

Pittsburgh, Pa. 


ORDER TODAY FROM 


THE INSURANCE FIELD 
P. O. Box 617 
LOUISVILLE, - KENTUCKY 


New Jersey 
John A. Lanes 
9 Clinton St. 
Newark, N. J. 
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Life Register for 1931 
Available 





Stipulated Premium, Assessment 
and Fraternal Statistics for 
Five Years Shown 


The 1931 edition of the Pocket 
Register of Life Associations, which 
has been published by the Spectator 
Company for more than forty-five 
years, is now ready. This handy refer- 
ence book contains statistics for five 
years, 1926 to 1930 inclusive of stipu- 
lated premium companies, assessment 
life associations and fraternal orders, 
showing all the important items from 
their financial statements as filed with 
the various insurance departments. 

This book which is publisked in con- 
venient pocket size is divided into three 
sections. The first section shows statis- 
tics of stipulated premium companies, 
the second section is devoted to busi- 
ness life associations, while the third 
section shows statistics of fraternal 
orders. All the important items from 
their financial statements such as net 
amount received from members, total 
income, claims paid, expenses of man- 
agement, total disbursements, admitted 
assets, liabilities, amount in force, etc., 
are shown as well as the location and 
date of organization of each association 
and also tke names of the principal 
officers. There is also shown a table 
listing the names and locations of the 
State officials having authority in in- 
surance matters with the date of ex- 
piration of their term of office. 

The Pocket Register of Life Associa- 
tions, which consists of forty pages is 
the only book of its kind showing a five- 
year exhibit devoted exclusively to 
stipulated premium, assessment and 
fraternal associations. This book sells 
for $0.75 per copy in manila binding 








Actuary Wanted 


Legal Reserve Corporation 
has opening for Actuary 
familiar with old line in- 


surance. Address, with 
full history of employ- 
ment. 

Box 17 


c/o THE SPECTATOR 
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limited production. 


Address. 














| Scranton-Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for an un- 


Contract as good as the best, with exclusive rights. 


Confidential communication invited from those with 
clean records and with ability to handle such an agency. 


EXCLUSIVE, 
care of THE SPECTATOR 








and a special flexible pocket book edi- 
tion sells for $1.25. 


PRECAUTION AGAINST 
“TWISTING” 

Policyholders are advised to go direct 
to the company of the twister agent by 
the Bankers Life Company of Des 
Moines, in a message to its policy- 
holders. 

The Bankers Life is printing this 
message on each of its policy jackets, 
each policyholder is warned to beware 
of the twister. The Bankers Life 
message to its policyholders is not only 
a warning, but a constructive statement 
of the attitude of American companies 
toward the twister agent. 








Years Beyond Fifty 


(Concluded from page 7) 


commending to you, at age 60 or 65, 
or earlier if you desired, you would 
begin to receive an income, payable 
each month, which would continue as 
long as you lived. It is what we call 
in the life insurance business a deferred 
annuity. You could arrange for the 
return to your estate of every penny 
you had paid in, in the event of your 
death before the annuity payments 
commenced, and you could also arrange 
that payments would be guaranteed 
for a term of years, say ten years, 
whether you lived or not. There is no 
question as to the safety of such an 
investment, it is backed by the com- 
bined assets of my company. Which 
means that you couldn’t lose, no mat- 
ter what happened.” 

“Sounds pretty good, Jim, I wonder 
how much it will take each year; let 
me think it over and we’ll talk about 
it some more in a couple of days.” 

“Righto, Bob, Cheerio!” 


Although traffic accidents in Balti- 
more decreased four per cent last 
month, compared with May, 1930, the 
number of fatalities increased seventy- 
seven per cent. 


Cc. L. U. EXAMINATIONS 


The fifth series of the Chartered Life 
Underwriter (C. L. U.) examinations 
held during the week of June 18 to 20 
at 48 different colleges and universities 
througrout the United States. These 
examinations are conducted regionally, 
candidates being concentrated at acces- 
sible points located in 38 States. More 
than 630 underwriters were eligible to 
take these examinations but even 
though due allowance is made for those 
who cannot present themselves for 
some reason it seems quite likely that 
the number taking the examinations 
will approximate at least 500. 
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A TRUE OPTIMISM 
' True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
: Faith in Yourself; Faith in the Present; and Faith in the Future. 


False Optimism i is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon, and is acknowledg- 
ment of unbelief in self, too often coupled with the wish to profit through the misfortunes of others. 

History, that Just Judge of Humanity, reads the record and inexorably records the verdict. 

The Verdict is, always has been, and always will be that True Optimism is justified and its results proven; 
that False Optimism cannot last because of its unsound foundation; and that Pessimism cannot prevail, but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed, and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.; History records that the world progressed, and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.; History records that the world progressed, and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A..D.; and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous thar the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘*Now Faith is the substance of things hoped for, the evidence of things not seen’”’, 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed, and that individuals 
will suffer misfortunes in the future and more will succumb, cannot be denied, but such misfortunes, however 
hard for the individuals, are after all individual misfortunes and will not, in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, vualieet. 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 
HENRY M. GRATZ, President JOHN KAY, Vice-President HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice- . 7 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President : 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President LLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
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W. E. WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


@OHN KAY. ae Neate A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CAPITAL FIRE INSURANCE COMPANY 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President JOHN KAY, Vice-President HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 














NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President H. . LANDERS, Vice-Pres. & Gen’! Counsel Ss. BURTON, Vice-Pres. J. C. HEYER, Vice-Pres. 
EARL R. HUNT, Vice-Pres. . K. McCLURE, Vice-Pres. JOHN KAY, Vice-Pres. A. H. sasouenm Vice- Pres. WELLS T. BASSETT, Vice-Pres 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


NEAL BASSETT, a of Boa 











cw vercener a President H. S. LANDERS, Vice-Pres. ¢ Gen’! Counsel AN WINKLE, Vice- Pratiet E. C. FEIGENSPAN, Vice-President 
KAY, Vice-President . H. HASSINGER, Vice-President LLS T. BASSETT, Vice-President 
COMMERCIAL CASUALTY INSURANCE COMPANY 
WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Ill. 50 Fast Pines San Francisco, California 
H. A. CLARK, Manager Newark, New Jersey a ne see 
Ass't Managers 
mn hoe smn pee yay at ee 
JAMES SMITH FRED, W. SULLIVAN MASSIE & RENWICK, Ltd.; Managers JOHN R. COONEY CHAS. H. GATCHEL 
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Len S. Shaw Heads 
Kentucky Agents 





State Association Annual Meet- 
ing at Midfield Has Excellent 
Program 


LOUISVILLE, Ky., June 23.—Len S. 
Shaw, Mayfield, Ky., was elected presi- 
dent of the Kentucky Association of 
Insurance Agents, at the final session 
of the 36th annual meeting held in the 
roof garden of the Brown Hotel last 
Thursday. The new president has been 
an active member of the organization 
for a number of years, and served on 
the executive committee for a long 
period, and is fully conversant with 
State matters and workings of the 
National Association of Insurance 
Agents. A departure from the usual 
procedure was noted in the naming of 
Mr. Shaw, in that Norman I. Taylor, 
of Burnside, Ky., had served but one 
term, but had asked that his name 
should not be considered for re-election 
in that the coming year is a legislative 
year, and he did not feel that he could 
give the time necessary to the work. 

Other officers elected were Joseph H. 
Gausepohl, of Covington, Ky., first 
vice-president; James E. Manion, Hen- 
derson, second vice-president; J. D. 
MacPherson, Madisonvil'’e, third vice- 
president; W. H. Noel, Harlan, fourth 
vice-president; and Leo E. Thieman, 
Louisville, re-elected secretary-trea- 
surer. Mr. Thieman is also executive 
secretary of the Louisville Board of 
Fire Underwriters. 

Resolutions adopted reaffirmed alle- 
giance to the National Association of 
Insurance Agents, and its constructive 
program was indorsed, while the work 
of Percy H. Goodwin, president, was 
commended, along with the stand of 
the officers and committeemen in re- 
gard to the Hoover Dam problem. By 
resolutions members were also called 
on to sign the Responsibility Pledge, 
mailed to them from the National Asso- 
ciation, if they had not done so. 

Other resolutions were in apprecia- 
tion of the attendance of company 
officials and field men at the meeting, 
and their efforts in behalf of the or- 
ganization; to the Louisville Board of 
Fire Underwriters; the daily and in- 
surance press for friendly publicity, 
and to the various speakers appear- 
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CHICAGO FIRE & MARINE 
MERGES WITH PRESI- 
DENTIAL 


CHICAGO, June 23.—Merger of 
the Chicago Fire & Marine and 
the Presidential Fire & Marine 
of Chicago as of June 30, has 
been decided upon by the stock- 
holders of the company, both of 
which are operated by the same 
management. 

The merged company will have 
a paid-in capital of $525,000 and 
a surplus of approximately $500,- 
000 and the present staff of the 
Chicago Fire & Marine will be 
maintained. Harold M. O’Brien 
is president of both companies 
and will be president of the new 
company, which will be titled 
Chicago Fire and Marine. 

The merger agreement provides 
for the exchange of two shares of 
the consolidated company’s stock 
for each one of the Presidential 
while the exchange for the Chi- 
cago Fire & Marine stock will be 
on a one for one basis. 

The Chicago Fire & Marine on 
Dec. 31 reported assets of $2,767,- 
374, capital of $500,000, and net 
surplus of $192,199. The net 
premium income in 1930 was $1,- 
798,918 and the unearned pre- 
miums totaled $1,766,303. The 


Presidential reported assets of 
$1,079,900, capital of $250,000, 
surplus of $139,470, unearned 


premiums of $470,006, and pre- 
mium income in 1930 of $436,881. 











ing on the program and named in the 
resolutions, and, lastly, commending the 
work over the year of association of- 
ficials and committeemen. 

The opening session, on June 17, was 
opened by President Norman I. Taylor. 
John S. Long, president of the Louis- 
ville Board of Fire Underwriters, han- 
dled the address of welcome, while the 
response was by J. H. Gausepohl, vice- 
president, from Covington. 

President Taylor in his address dis- 
cussed various phases of the State and 
national organization work, comment- 
ing on the definite trend shown by 
banks away from the insurance busi- 
ness. 


Pirating of Company 
Names Denounced 





State Insurance Commissioners 
Are Urged to Use Their 


Powers to Prevent It 


Chauncey S. Miller, president of the 
Insurance Advertising Conference, ap- 
peared before the National Convention 
of Insurance Commissioners in session 
last week at Chicago, and urged that 
State officials prevent the practice of 
certain individuals and groups from 
pirating the names of long established 
companies to use them for their own 
newly formed organizations. Mr. 
Miller’s organization is composed of the 
representatives of 250 of the largest 
and most successful companies engaged 
in fire, life, casualty and surety busi- 
ness. He said that it is obvious, even 
to the most inept or careless, that this 
procedure is unethical, immoral and 
productive of well-calculated misunder- 
standings and abuses. 

After calling attention of the insur- 
ance commissioners to the fact that 
their authority in their States gives 
them not only executive but legisla- 
tive and judicial power, he urged 
that they exercise the utmost caution 
to prevent repetitions of such name 
theft. He said: “Equipped with im- 
pressive plenary powers, you are spe- 
cifically and peculiarly able to prevent 
the public confusion, misapprehension 
and overt deception that follow inevi- 
tably the efforts of scallawag promo- 
ters, quasi-earnest organizers of insur- 
ance companies and legitimate inves- 
tors in your respective commonwealth 
to win your sanction to obtain State 
rights and privileges through duplicat- 
ing or simulating the names of estab- 
lished, successful insurance companies.” 

The brief submitted by Mr. Miller, 
who is_ publicity and advertising 
director for the North British Mercan- 
tile & Insurance Co., Ltd., went on to 
remind the commissioners that their 
spirit of cooperation with each other 
could be carried forward in this in- 
stance as it had been in others. “You 
realize,” he continued, “how completely 
the public must rely upon your probity, 
your intelligence and the experience 
and wise counsel of your associates in 
your several State insurance depart- 
ments to protect the public.” 
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TORONTO 
AND THE ROYAL YORK 


‘Site of the 


1931 PAN-AMERICAN CONVENTION 





The Toronto Convention of the Pan-American, July 9-10-11, is 
but typical of Conventions enjoyed by leading representatives of 
this Company Outstanding producers of the Pan-American are 
rewarded through their Company's Agency Clubs and Conventions 


as well as through liberal agency contracts. 


For Agency Information, write 


TED M. SIMMONS 


Manager United States 


CRAWFORD H. ELLIS 


President 


Agencies 





E. G. SIMMONS 


Vice-Pres. & Genl. Mer. 
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CENTRAL STATES LIFE 


INSURANCE COMPANY 
OFFERS YOU 


Policies for all ages 1 to 70. 

Children’s Policies with Beneficiary Insurance. 
Both Participating and Non-Participating. 
Disability and Double Indemnity. 

Surgical and Dismemberment Benefits. 
Non-Medical. Standard and Non-Standard. 
Sales Planning—Circularization Department. 
Perseverance and Producer’s Clubs. 

Special Monthly Premium Plan. 


NEW FAMILY INCOME PROTECTION POLICY 
Now, over $100,000,000 insurance in force 


Write direct to Home Offce 


ST. LOUIS 














America Insures Itself 


An enlightening new Hand Book containing Valuable 
Information as to Life Insurance for Agents, Busi- 
ness and Professional men 


By MORRIS PIKE, LL.B., BS. 


N the informative work entitled Amprica INsuURESs It- 
] SELF, Mr. Pike deals with the important subject of life 

insurance in a manner which .-x° to agents and 
laymen, lawyers and medical men by the clearness and 
lucidity with which life insurance and are 
described. 

AMERICA INSURES ITSELF has met with a prompt and 
appreciative response from the above classes of business 
and professional men. It has been aptly described as “a 
popular and clear exposition of the principles underlying 
life insurance—and of the various angles of the business 
in an easy, flowing style, so that he who runs may read,” 
and also, as “a thorough book, a good book and one that 
is easy to read.” Companies would find it an admirable 
general handbook for their agents; to the public it should 
appeal as making plain many of the methods and plans 
of insurance as well as other points of interest which 
arise in connection with the subject. 


Price, per copy, $3 
Discount in Quantities 
THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 
NEW YORK CHICAGO BOSTON NEW ORLEANS 
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“Nevertheless” 


Older Agents who work chiefly among business men are 
louder complainants of the times than are the new, the young 
Agents. 











Day after day these older Agents are gloomed by the pes- 
simism of business men on whom they call, resulting in a para- 
lyzing “‘What’s the use?” attitude. Young, new Agents, on the 


other hand, solicit among salaried men and women, who are not 
bearing the burden of business, and are assured of the continu- 
ance of their incomes. The atmosphere in which these youngsters 
work does not depress and does not smother industry. 


Nevertheless the undaunted older men prosper by driving home 
among the moneyed the investment merits of life insurance, and 
among business men the prudence of protection during this period 
when uncommonly heavy obligations would bankrupt the busi- 
nesses and the estates of the carriers if death should come before 
normal prosperity returns. 


Be the depression what it may for others, it is unquestionably 
a psychological one, to a large degree, for the life underwriter. 





The Penn Mutual Life Insurance Company 
WM. A. LAW, President 


Independence Square Philadelphia 




















Sales Possibilities 


Undeveloped in Maryland! 


We Have Some of the Best 
Counties in the State Open 
for Direct Appointment. 
Generous Contract . . . Full Policy Service 
Sincere Home Office Cooperation. 


George Washington Life Insurance Co. 


Charleston, West Virginia 


























man is on salary and works directly for the Com- 
pany. The definite income which this plan makes 
possible is appreciated by our agents. The agent 
is an integral part of the Home Office organiza- 
tion and has an opportunity to increase his income 
by commissions on excess business. If interested, 


write to— 


Puritan Life Insurance Company 


Rhode Island 


In our Home Office Agency in Rhode Island every 
Providence 
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Equitable Life Insurance Company 
Home Office: Washington, D. C. 


Henry P. Blair, President Allen C. Clark, Secretary 
Joseph Sanders, Vice-President Gilbert A. Clark, Actuary 


ATTRACTIVE OPPORTUNITIES 


For men with clean past records, in 


DELAWARE, MARYLAND, OHIO, W. VIRGINIA and 
DISTRICT OF COLUMBIA 


Up-to-Date ORDINARY and INDUSTRIAL Policies 
For further information, write 


L. H. Hannah, Manager of Agencies 
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RANK B. WREAKS, superintend- 

ent of the inland marine depart- 
ment of the Aetna Fire at Chicago, is 
visiting San Francisco, after eight 
years’ absence. The large buildings 
erected during his absence attracted 
his attention. “The old town is cer- 
tainly going ahead,” he said. Concern- 
ing the insurance business, Mr. Wreaks 
anticipates that inland marine will 
show an increase over the totals of 
1930. Since the first of the year he 
says that the automobile theft loss has 
increased considerably in the Middle 
West. Mr. Wreaks does not anticipate 
any improvement in the situation until 
business conditions get better. 

- * * 

C. A. Colvin, accompanied by Mrs. 
Colvin, has returned from a_ three 
weeks’ trip to the Hawaiian Islands. 
The general business situation in the 
Islands is much better than on the 
mainland, according to Mr. Colvin, who 
says that while there is considerable 
talk about “depression,” most of the 
stores appear to be doing well and that 
very few vacancies are to be found 
in the downtown district. Fire insur- 
ance, too, is holding its own, although 
some effect is still being felt from the 
15 per cent reduction made in the 
rates last year, he says. 

* * * 

The annual meeting of the States 
committee of the Board of Fire Under- 
writers of the Pacific, with a committee 
from the Utah State Association of 
Insurance Agents, was held at San 
Francisco, June 22. Problems of the 
Utah agents were discussed and a pro- 
gram for the ensuing year was out- 
lined. Utah representatives included 
E. Hugh Miller, chairman of the com- 
mittee, Salt Lake City; James Rogers, 
also of Salt Lake, and State Senator 
J. Francis Fowles, of Ogden. 

~ * oa 

John D. Holman, formerly in charge 
of the insurance department of the 
Harold G. Ferguson Corporation of 
Los Angeles, which recently got into 
financial difficulties, has now estab- 
lished his own company in the city, 
known as the John D. Holman & Com- 
pany, Ltd. The company is agent for 
the Agriculture and London Assurance. 
Mr. Holman was formerly with the 
Johnson & Higgins general agency of 
San Francisco. 

* * * 

Companies applying for membership 
in the Board of Fire Underwriters of 
the Pacific after June 1, will have to 
satisfy the legal qualifications neces- 
sary to operate in each State under 
board jurisdiction, before being admit- 
ted, according to an amendment 
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News of San Francisco and the Coast 


adopted at the meeting of the board on 
June 16. It was also decided that the 
president of the board will remain in 
office until after the annual meeting, 
at which his successor is named, in- 
stead of retiring following the election 
of officers as has been customary in 
the past. Both amendments are subject 
to usual signup of companies. 


* * * 


At the annual election of officers of 
the San Francisco Chamber of Com- 
merce, June 16, Leland W. Cutler, vice- 
president of the Fidelity & Deposit, 
was renamed president, and A. M. 
Brown, vice-president of Edward 
Brown & Sons general agency, was re- 
elected to the board of directors. Others 
on the board who were re-elected are: 
L. O. Head, J. W. Mailliard, Jr., L. H. 
Marks, Frederick H. Meyer, Albert E. 
Schwabacher and A. Emory Wishon. 


* * * 


J. H. Kemp, recently appointed gen- 
eral agent for the Northwestern Mu- 
tual Life at Stockton, Cal., has re- 
signed, according to company an- 
nouncement. Several applications for 
the position are being given considera- 
tion, it is stated, but no appointment 
has been made as yet. 


OFFICERS OF MISSISSIPPI 
ASSOCIATION ELECTED 


JACKSON, MIss., June 22.—All offi- 
cers of the Mississippi Association of 
Insurance were unanimously elected at 
the concluding session of that organiza- 
tion last week. They are: Owen T. 
Palmer, president; H. W. Watson, vice- 
president; and Ramsey W. Roberts, 
secretary-treasurer. 

At this session, W. Eugene Harring- 
ton, a past president of the National 
Association, delivered a timely and 
most optimistic address as reported in 
THE SPECTATOR of last week. John D. 
Saint, secretary-manager, outlined the 
plan which had enabled the agents to 
finance their organization adequately, 
to permit the employment of a salaried 
manager and the maintenance of an 
office in Baton Rouge. President Wil- 
liam Rodriguez and Vice - President 
Capt. E. L. Kidd, of the Louisiana 
Society, also made brief addresses. 

No action was taken on the writing 
of fictitious automobile fleets. The Ala- 
bama Association had sent out a bul- 
letin defining its understanding of a 
fictitious fleet. The Mississippi Asso- 
ciation hopes to have this resolution 
embodied into law at the forthcoming 
regular meeting of the State legisla- 
ture in 1932. Meantime, Commissioner 
of Insurance Ben S. Lowry has prom- 
ised to issue a ruling under his dis- 
cretionary powers as soon as possible. 


State Invasion of 
Private Business 





W. H. Bennett Points Out Grave 
Dangers to Pennsylvania 
Agents 


Walter H. Bennett, secretary-counsel 
of the National Association of Insur- 
ance Agents, last Friday addressed the 
regional meeting of the Pennsylvania 
association at Bethlehem on the ten- 
dency of the State to invade private 
business. The set title of his address 
was “The Entering Wedge.” He asked 
the agents if they, as businessmen in 
their own right and citizens of a great 
‘Commonwealth, were willing to stand 
aside and see our representative democ- 
racy degenerate into class autocracy. 

He said that the tendency of State 
and federal governments to stifle pri- 
vate initiative and set up in its place 
a system of political machinery is no 
idle dream. The first day of this month, 
he said, the governor of Pennsylvania 
launched a vitriolic attack against the 
public utilities at the meeting of the 
governors out in Indiana. “What as- 
surance have you that some other gov- 
ernor of your own or a neighboring 
State may not take up the same battle- 
cry against insurance?” 

The clouds of business depression 
that still remain in the sky, Mr. Ben- 
nett said, can not be cleared by vio- 
lent attacks upon American business, 
which is heroically attempting to re- 
store confidence in American industries 
and progress for the American people. 
Our job today, he asserted, is a sup- 
porting flank movement from the ros- 
trum and in the press, and not an at- 
tack calculated to tear down confidence. 

In conclusion he said: 

“Already the entering wedge of class 
legislation has been driven into your 
business, with seventeen States engaged 
in the writing of compensation insur- 
ance, seven of them absolutely driving 
out healthy competition, because they 
are compulsory. Other States are 
threatened constantly with the same 
thing. Practically every State legisla- 
ture that has met this year has wit- 
nessed introduction of one to a dozen 
compulsory automobile liability laws. 
The United States Congress is con- 
sidering adoption of a statute for man- 
datory unemployment insurance. Class 
rule threatens your business just as 
definitely as it threatens the public 
utilities. Whatever your political faith 
and order may be, only in a return to 
the true Jeffersonian democracy, where- 
by the State is the servant of the 
people, not the master, lies the hope of 
your future, and the preservation of 
the entire structure of American busi- 
ness.” 
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Chicago Meeting of 
Commissioners 


Action Taken on Many Subjects 
of Great Importance at 
Spring Meeting 
By JoHN C. LEISSLER 


CHICAGO, June 23.—By its action on 
several topics of outstanding impor- 
tance to the insurance business at the 
present time—rate cutting and uneth- 
ical indorsement of higher 
premiums for compensation insurance, 
a resolution opposing pirating of insur- 
ance company names and the important 
resolution affecting the controversy be- 
tween stock companies and mutuals in 
the National Council on Compensation 
Insurance—the spring meeting of the 
National Convention of Insurance Com- 
missioners will rank among the most 
important ever held by that body. 

It was at the opening session of the 
meeting that Commissioner J. G. Mac- 
Quarrie of Utah asked the commis- 


practices, 





sioners to make more joint rulings 
through the medium of the convention 
so as to relieve the individual commis- 
sioners of this task and to eliminate 
confusion. 

The resolutions adopted at the clos- 
ing session could well be included in the 
category which Mr. MacQuarrie had in 
mind, especially the resolution favor- 
ing higher premium rates for compen- 
sation insurance, a resolution which 
should be as beneficial to the casualty 
companies as was the convention’s 
action relative to tke uniform provi- 
sions in the total disability clause to 
life insurance companies. By this lat- 
ter ruling more than a year ago the 
commissioners made it possible for the 
life companies to put double indemnity 
upon a sound basis, and such should be 
the effect of the resolution on work- 
men’s compensation rates, providing 
the commissioners will act individually 
as they voted jointly at the meeting 
here. 

Thirty-six States were represented at 
the Chicago meeting and the resolu- 





Ranks of 100 Largest Fire Insurance Companies— 








(Continued from page 12) 





Rankin Rankin 
Surplus to Net Rankin Rankin 
NAME AND LOCATION or CoMPANY Rank Policy- Premiums Net Losses Expenses 

in Assets holders Written Paid Paid 
Norwich Union Fire, Norwich 67 93 64 70 59 
Occidental, San Francisco 84 
Ohio Casualty, Hamilton... 77 59 94 
Old Colony, Boston 58 43 
Orient, Hartford 65 63 92 84 
Pacific American Fire, Los Angeles 95 54 ‘ 
Pacific Fire, New York 80 89 70 75 70 
Pacific National Fire : 97 
Pennsylvania Fire, Philadelphia 34 33 38 38 38 
Philadelphia F. & M., Philadelphia.. 1¢ 77 oa ‘ aes 
Phoenix Assurance, London 56 61 56 58 49 
Phoenix, Hartford - 11 9 18 16 18 
Pilot Reinsurance, N. Y... .. : 90 
Providence Washington, Providence 31 26 35 37 35 
Prudential Re- and Coins., Zurich .. 5A a 47 2 60 
Public Fire, Newark , 70 ‘ 42 41 43 
Queen of America, N. Y. ‘ 22 21 23 25 24 
Reinsurance Co., Salamandra, Copenhagen , 95 © 
Republic of Texas, Dallas. 88 64 ” 
Rhode Island, Providence 64 66 65 61 68 
Rochester American, New York. . 98 ‘ 
Rossia of America, Hartford .. 36 46 20 17 20 
Royal Exchange Assurance, London O4 73 7 81 
Royal, Liverpool . 18 29 16 18 16 
Scottish Union & National, Edinburgh 50 60 48 49 51 
Security, New Haven.. 47 44 41 40 40 
Springfield F. & M., Springfield, Mass 13 14 11 13 11 
Standard, N. Y 72 : 
Star of America, New York 91 85 
St. Paul F. & M., St. Paul. 14 13 12 14 15 
Stuyvesant, New York : 94 91 98 
Sun Insurance Office, London 72 59 55 52 
Superior Fire, Pittsburgh .. 82 86 76 
Swiss Reinsurance, Zurich.. 63 68 51 82 
Tokio M. & F., Tokio 43 31 86 76 92 
Transportation, N. Y. 80 
Travelers Fire, Hartford... 41 56 24 32 21 
Union Ins. Society of Canton, Hong-Kong 100 ' 
United States Fire, New York 16 16 15 15 14 
U. 8S. Merchants & Shippers, N. Y. 74 83 5 52 67 
Universal, Newark 76 71 88 
Urbaine Fire, Paris 83 63 
Westchester Fire, N. Y...... -@ 40 45 30 28 31 
Western Assurance, Toronto 96 93 90 96 
World F. & M., Hartford 94 
Yorkshire, York......... ‘ 90 88 91 





Fire Insurance 


tions were adopted without a dissenting 
vote. The workmen’s compensation 
action was in response to the appeal 
made at the opening session by W. F. 
Roeber, general manager of the Na- 
tional Council, and by noted company 
leaders such as J. S. Phillips of the 
Great American, R. J. Sullivan of the 
Travelers and James A. Beha of the 
National Bureau. They pointed out the 
extreme emergency that now confronts 
the casualty underwriters because of 
the losses that they have been forced 
to sustain during the last eight years 
because of premium inadequacy, a sum 
aggregating $144,000,000. The resolu- 
tion asserted that the tendency of com- 
pensation rating plans now in force is 
to produce inadequate rates and that a 
continuation of these conditions seems 
likely to imperil the condition of com- 
pensation carriers. 

The commissioners urged the car- 
riers to make immediate investigation 
to see what items of cost can be elimi- 
nated and what economies in the oper- 
ation of their business can be effected. 


Rate Cutting 


About equal in importance was the 
adoption of the resolution on rate cut- 
ting and unethical practices, which was 
presented by Commissioner Dunham so 
as to make nationally effective the re- 
cent strong campaign of Superintendent 
G. S. Van Schaick of New York to re- 
quire the companies to get back into 
line. 


The discussion at the session hinged 
upon the rate cutting and excess com- 
mission payments made by the com- 
panies which has resulted in a nation- 
wide demoralization of the business. 

The resolution as to “pirating” of 
company names as presented by the 
committee on laws and legislation was 
adopted without discussion. It was an 
answer to the brief against the prac- 
tice which was presented on behalf of 
the Insurance Advertising Conference 
by Chauncey S. S. Miller, its president, 
which is discussed in detail on another 
page of this issue of THE SPECTATOR. 

With regard to the controversy in 
the National Council on Compensation 
Insurance between stock and mutual 
carriers, the convention, on recom- 
mendation of the compensation com- 
mittee, went on record as opposing the 
recent amendments to the council’s con- 
stitution by which it was sought to 
eliminate the decisive vote of the con- 
vention’s representative (Clarence W. 
Hobbs) in matters of rating methods. 
The quarrel arose over the proper ex- 
pense constant to be applied, the stock 
carriers having asked for a higher ex- 
pense allowance than the mutuals, but 
were overruled by the convention’s rep- 
resentative. 
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Illinois Legislature and 
Insurance 





Of 116 Measures Submitted Less 
Than 30 Were Passed 
Before Closing 


CHICAGO, June 24.—Insurance was 
treated very kindly by the Illinois 
General Assembly just closed, both 
from the nature of the bills that were 
passed and by the action on bills that 
were not passed. 

Heading the bills to be passed were 
the agents’ and brokers’ qualification 
measures which were pushed through 
the Senate just before the session 
closed and then sent to the governor. 
Passage of these bills culminated a 
fight that has been going on for decades 
on the part of the local agents for a 
qualification measure. The bills con- 
tain a provision against rebating, also. 

The license fee for local agents is 
fixed at $2 annually and for insurance 
brokers $10 annually for counties of 
more than 500,000 and $5 annually 
for less than 500,000. Each is per- 
mitted to hire solicitors who must be 
licensed. The Director of Trade and 
Commerce is authorized to require 
written examination when he deems 
such necessary to prove the fitness of 
the candidates for license. 

A record for all time of bills filed 
affecting insurance was made at the 
session when 116 measures were sub- 
mitted, as compared to only 58 last 
session. Thirty or less were finally 
passed, and these either were spon- 
sored by or had the approval of the 
State Insurance Department. 

In the bills that failed were com- 
pulsory automobile liability insurance 
measures, an automobile injury com- 
pensation plan, two State fund work- 
men’s compensation measures, numer- 
ous old age pension proposals, an un- 
employment insurance measure, and 
others of similar nature. The legisla- 
ture passed an agreed amendment bill 
to the workmen’s compensation insur- 
ance law after organized labor had 
filed a very drastic bill. A codefendant 
bill making casualty and surety com- 
panies codefendants in damage ac- 
tions where insurance was involved, 
was killed. 

Among the important bills passed 
was one (No. 729) which broadens 
the investment authority of insurance 
companies so as to permit them to buy 
preferred stock of industrial corpora- 
tions which have earned, during each 
of the five years previous, at least 4 
per cent on its capital stock applicable 
for dividends. 
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REGIONAL MEETINGS FOR 
LOUISIANA AGENTS 


NEW ORLEANS, LA., June 22.—For 
the purpose of holding regional meet- 
ings of the Louisiana local agents, the 
State has been divided into six regions, 
arranged irregularly, according to the 
best available railroad facilities. Ac- 
cording to John D. Saint, manager of 
the Louisiana Insurance Society, six or 
more regional meetings will be held 
between now and the next annual meet- 
ing of the Society. Topics of interest 
to the agents will constitute the pro- 
grams, and especial attention will be 
given to the Society’s legislative pro- 
gram, which contemplates the enact- 
ment of a modern insurance code. 
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G. B. LILLY WITH TRAVELERS 
FIRE 


George B. Lilly has been appointed 
as a special agent in the Newark 
branch office of the Travelers Fire 
Insurance Company, where he will work 
under the supervision of Herbert L. 
Denny, manager of fire lines in New 
Jersey, excepting Camden county. Mr. 
Lilly has been in the insurance business 
since May, 1919, when he was employed 
by Appleton & Cox of New York City. 
Later he became assistant secretary in 
charge of insurance for the estate of 
M. Taylor Pyne of New York City, and 
afterwards a special agent for the 
Allied Fire Insurance Company of 
Utica, N. Y. 
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“Well Seasoned” 


So easily expressed—but the many busi- 
ness cycles through which a company 
must pass to earn the title. 


This company is almost a century old— 


well seasoned. 


Fire Reinsurance only 
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United States Managers 
110 William St. New York City 
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Specialization Counts? 


WY HEN you have a financial problem to solve, the wise thing to do, of course, is 

to consult a banker, because he is a specialist in that line. It is equally wise, in 
connection with bonding problems, to seek the advice of an organization which 
specializes in such matters. 


The business of suretyship is closely akin to banking. Both deal largely in credit, a 
form of service which requires for its successful application, a highly specialized 
knowledge of the subject. 


Headed by an outstanding authority on suretyship and manned by a large and ex- 
perienced staff of underwriters and production specialists, the F«D affords its agents 
a brand ot cooperation that enables them to meet the keenest competition with more 
than a fair chance of “bringing home the bacon.” 


FIDELITY AND DEPOSIT COMPANY 
OF MARYLAND 
Battimore 


FIDELITY AND SURETY BONDS li) BURGLARY AND PLATE GLASS INSURANCE 
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MISCELLANEOUS INSURANCE 
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Separate Loading Plan 
Disapproved 





Commissioners Frown on Nat’l 
Council’s Amendments; Re- 
solve to Assist Present 
Emergency 


Though frowning on the recent 
amendments to the constitution of the 
National Council on Compensation In- 
surance regarding expense loadings, 
the insurance commissioners in con- 
vention in Chicago last week indicated 
a desire to contribute constructive ef- 
fort in the name of relief. Perhaps a 
most important development in a ses- 
sion replete with currently vital insur- 
ance problems was the resolution on 
the compensation insurance situation. 
Referring to the National Council’s re- 
cent amendments, the resolution reads: 

These amendments raise one single 
controverted question; namely, whether 
it is the public interest for the Na- 
tional Council on Compensation Insur- 
ance to continue in force a system 
whereby participating and non-partici- 
pating carriers act separately in de- 
termining their expense loadings. 
Under the constitution as is existed 
before the amendment, questions of ex- 
pense loadings were determined by a 
vote of the rates committee and of 
regional committees, a tie-vote on the 
rates committee being resolved by a 
vote of the representative of the Na- 
tional Convention, a _ tie-vote of a 
regional committee being resolved by 
the board of appeals on which the 
representative of the National Conven- 
tion held the decisive vote. This sys- 
tem could produce but one set of rates. 
The constitution as amended makes the 
filing of two sets of rates possible and 
even probable. 

While the National Convention has 
expressed itself in favor of uniform 
rates, this has not been accepted as a 
definite rule of public policy by indi- 
vidual States. Some allow or even re- 
quire rate competition. Some, where 
rate approval is required, permit more 
than a single set of rates. Some re- 
quire all carriers to use the same rates. 

The use of uniform pure premiums 
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U. S. F. & G. Reports Fine 
Results for May 





Shows Upward Trend During 
First Five Months; Half Million 
Added to Premium Reserve 


BALTIMORE, June 22.—Directors of 
the United States Fidelity and Guar- 
anty Company at the monthly board 
meeting last week were informed that 
the company had its second best month 
of the year in May when net income 
amounted to $230,000 after all ex- 
penses and losses. 

Gross business in May was only 
slightly less than for the same month 
last year, and for the first five months 
ended May 30 decreased 8 per cent, it 
was said. Business coming in so far 
in June, for which period incomplete 
figures are available, indicates that re- 
sults for the current month are equal- 
ing if not exceeding those for May, 

Although dividend requirements were 
not covered in the first five months the 
management believes the company has 
more than held its own under existing 
business conditions, it was asserted. 

A conservative policy has been pur- 
sued as to reserves, it was _ stated, 
which are now the largest in the com- 
pany’s history, premium and claim re- 
serves combined, as of June 1, amount- 
ing to $41,108,908. Approximately 
$500,000 was added to this item since 
December 31. 





is very definitely linked to the problem 
of securing rates that are adequate and 
reasonable. The use of uniform ex- 
pense loadings is less closely related to 
this problem, participating and non- 
participating carriers having very dif- 
ferent expense requirements and very 
different ways of doing business. It is 
difficult to adopt an expense loading 
which will be equally advantageous to 
both sides. That companies should 
have very different views and‘very dif- 
ferent interests on this subject is a 
necessary consequence. 

We are of the opinion that we are 
not justified in saying that under no 
consideration must the two sides make 
their own expense loading. If the pub- 

(Concluded on page 39) 


Compensation Rate 
Rise Expected Soon 





Commissicners “Emergency” 
Resolution Brightens Pros- 
pects; May Abandon 
Separate Loadings 


Echoes from the insurance commis- 
sioners’ fact filled meeting in Chicago 
last week are still reverberating in 
New York City. Whatever concrete 
results are effected as a result of the 
stimulating meeting are still to be 
seen, but a number of tentative projects 
are under observation which give the 
compensation insurance business a 
more optimistic tone than it has had 
in many months, New York insurance 
men say. 

Interpretating the commissioners’ 
“emergency resolution” on current ills 
of the compensation insurance busi- 
ness which appears elsewhere in this 
paper, Clarence Hobbs, Commissioners’ 
representative in the National Council 
on Compensation Insurance, told THE 
SPECTATOR that he felt the commission- 
ers were disposed to offer immediate aid 
to the companies. Such aid would mate- 
rialize in the fact that the commission- 
ers of the various States would not look 
too unfavorably on an immediate in- 
crease in rates, he thought. 

“An increase in rates would un- 
doubtedly be a great help in the pres- 
ent situation,” Mr. Hobbs said. “I have 
no doubt but what that is the course 
of action which the companies will pro- 
pose to take. Everyone has agreed 
that the business needs aid, and the 
attitude of the commissioners will be 
very helpful. There may be some 
economies which can be effected to 
reduce costs in some measure, but I 
don’t know what they are. It seems to 
me that the companies have already 
made concerted efforts in this direc- 
tion. But compensation, like every 
other business, will improve with gen- 
eral conditions. The present action is 
simply for an emergency.” 


That the stock and mutual com- 
panies will abandon their seven 


(Concluded on page 39) 
Casualty, Surety, Etc. 
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“I just finished your most interesting book 
SUPER SELLING WITH ROGGE. Permit me to 
congratulate you. Your message fills me with 
hope and inspiration.”—S. H. Turnbull, 
Memphis, New York Life, Special Agent. 


“I have just received a copy of your new 
book SUPER SELLING WITH ROGGE. 
and reading it has caused me to re- 

gain a large part of my lost enthu- 

siasm for this business of selling life 

insurance.”—W. C. Byers, Toledo. 


“I have sat up for the better part of 
two nights reading twice over your 
recent book SUPER SELLING WITH 
ROGGE.”’—G. K. Young, Agt., Equit- 
able Life Assurance Society. 

“Just read SUPER SELLING WITH 
ROGGE. It’s great: fills me with hope 
and enthusiasm.” —W. J. Neale, Excelsior 
Life Insurance Company, Montreal. 


“Your book SUPER SELLING WITH ROGGE 

is one in a million. It has given me as Sales Man- 
ager a real inspiration.”—A. H. Andrews, Supt. 
of Representatives, Cosmopolitan Old Line Life 
Insurance Company. 


“Have recently acquired a copy of your book 
SUPER SELLING WITH ROGGE and found it 
extremely helpful.”—C. H. E. Ellis, Royal Insur- 
ance Company, Ltd., Montreal. 


“I purchased your book entitled SUPER SELLING 
WITH ROGGE and I want to tell you that I en- 
joyed it immensely.”—S. Young, General 
Agent, Missouri State Life. 

“Reading your book SUPER SELLING WITH 
ROGGE convinced me that my one year in the 
Life Insurance Business has been spent more or 
less blindly.”—Raymond B. Munger, Vice-Presi- 
dent, Chas. J. Heddwall Company, General Agents 
Franklin Life Insurance Company. 
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“It is the only book I ever read through from 
cover to cover. You are the greatest living in- 

spiration to life insurance.”—R. C. Stuart, 
Senior Nylic, Life Member, Two Hundred - 
Thousand Dollar Club. 


“I have just finished reading your book 
SUPER SELLING WITH ROGGE and 
find it very interesting. Thank you 
for the inspiration that you have al- 
ready given me from your book.” — 
Rollo S. Pickford, District Super- 
viser, Bankers Life. 


“I just read your book SUPER 

SELLING WITH ROGGE and it 
sounds better than anything I have 
had the opportunity of reading.” — 
S. B. Seeley, Home Office, Agency, 
Bankers Life, Nebraska. 


“Just finished reading SUPER SELL- 
ING WITH ROGGE. It is inspiring. I 
am a newcomer in the game and it is just 
what I need.”—Ralph Saltzman, Continental 
Assurance Life. 


“I want to express my thanks and appreciation 
of the life insurance men all over the country 
who have been greatly benefited by your inspira- 
tional story.”—John F. Balkan, Evanston, Ill. 
“It is, indeed, a pleasure for me to let you know 
the incentive you have created in the writer to 
accomplish in a small measure that which you are 
doing in a large way.”—H. S. Hanchett, Ltd., 
Supervisor United Pacific Life. 

“TI have just read SUPER SELLING WITH ROGGE 
with absorbing interest. You are a meteor.”— 
a B. Kesler, Agt. Sun Life Assurance, Mon- 
treal. 

“I have just finished reading your book. Never 
in my memory have I read anything that so en- 
grossed me as this little book.”—A. G. Seedoff, 
Rockford, Il. 


TO URGE YOU TO FILL IN AND 
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.of SUPER-SELLING WITH ROGGE for 
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M. J. O’Brien Is Agency 
Head of F. & C. 





Vice-Presidents Ferres and Reid 
and Agency Supt. Kelley 
Retire from Field 


Ernest Sturm, chairman of the 
board of the Fidelity and Casualty 
Company of New York, has announced 
the retirement of Vice-Presidents Allan 
J. Ferres and W. A. Reid and Agency 
Superintendent Arthur D. Kelley, and 
the appointment of M. J. O’Brien as 
superintendent of agencies in charge of 
the agency department. 

Mr. Ferres came with the company, 
which is now a member of the “Amer- 
ica Fore” group of fire insurance com- 
panies, in 1887 as an entry clerk in 
the plate glass department, under the 
late Frederick E. Shipman, who was 
then superintendent of the department. 
Seven years later Mr. Ferres became 
assistant superintendent of the plate 
glass department and eleven years 
after that, in 1905, upon the death of 
Mr. Shipman, he succeeded him as 
superintendent. In 1910, Mr. Ferres 
became superintendent of agencies, a 
position he has held ever since. In 
July, 1916, he was made a vice-presi- 
dent. 

Mr. Reid has been associated with 
the companies since April, 1894. Dur- 
ing his early years he was successively 
in the plate glass department, Philadel- 
phia office, special agent for Pennsyl- 
vania and New Jersey, assistant resi- 
dent manager of Philadelphia, branch 
office manager in Denver and branch 
office manager in St. Louis. In 1900 
he came to the home office and for ten 
years was assistant superintendent of 
the burglary insurance department. 
For the following fifteen years he was 
assistant superintendent of agencies 
and five years ago became superin- 
tendent of the plate glass department, 
shortly afterward being designated as 
vice-president. 

Mr. Kelley joined the company 
thirty-two years ago as a clerk in the 
Newark branch office and soon there- 
after became special agent in Northern 
New Jersey. When the company 
opened its branch office in Brooklyn in 
1905 Mr. Kelley became manager and 
in 1910 became assistant to Mr. Ferres 
as superintendent of agencies, which 
position he has held since that time. 

Mr. O’Brien comes to the office of 
superintendent of agencies from the 
office of resident manager at Philadel- 
phia where he had previously been 
associate resident manager under the 
late Sydney H. Pool. Prior to that he. 
had been associate resident manager of 
the metropolitan office in New York 
and had occupied positions as assistant 
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MADE AGENCY HEAD 

















M. J. O’Brien 


manager of offices of the company in 
Detroit and Pittsburgh. 

Mr. O’Brien joined the company in 
1914 in the engineering department 
and in the early years of his associa- 
tion occupied field positions in a num- 
ber of different localities. He is thor- 
oughly familiar with the agency end of 
the business and is regarded with high 
esteem by his associates. 


Travelers Increases Benefits 
on Accident Policy 


Liberalizations in the reimbursement 
form of accident insurance, originated 
by The Travelers, have been made by 
the company and announced to its 
representatives in this country by John 
E. Ahern, secretary of the accident de- 
partment. 

The policy which has been applica- 
ble to men and women only in the age 
groups of 18 to 65 and 18 to 59 re- 
spectively, has been changed to include 
women in the same age classification 
as men. This change as respects women 
has been made by the company in view 
of the fact that women with practically 
the same exposure to accidents as the 
men of the house require the protec- 
tion offered by the policy in the higher 
ages the same as men. 

With the experience of the com- 
pany under the reimbursement oF 
family policy showing that in cases 
of serious injuries $2,000 reimburse- 
ment is no more than adequate, The 
Travelers in its changes of the con- 
tract has made it possible for agents 
to write higher amounts of reimburse- 
ment in connection with the principal 
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RAY YENTER RESIGNS; E. W. 
CLARK TAKES OVER IOWA 
DEPT. 


Des MoINEs, Iowa, June 23.— 
Ray Yenter tendered to Governor 
Turner Monday his resignation 
as State Insurance Commis- 
sioner. E. W. Clark of Mason 
City took charge of the office 
Tuesday morning, a week in ad- 
vance of the regular term to 
which he had been previously 
appointed. It is understood that 
Mr. Yenter assumes the presi- 
dency of the Federal Surety at 
Davenport at once. Mr. Clark 
announces the appointment of 
P. H. Cless as chief deputy and 
L. M. Penquite as assistant. 











L. L. & G. MOVES N. Y. OFFICES TO 
WILLIAM STREET 


As one of several important adminis- 
trative moves undertaken in America 
by the Liverpool & London & Globe In- 
surance Company, Ltd., during the 
past several years, the United States 
headquarters were moved on June 19 
from 1 Pershing Square at Park Ave- 
nue and 42nd Street, New York City 
to new quarters at 150 William Street, 
in the heart of the New York insurance 
district. 

The Eastern, Northeastern, Western, 
Southeastern, and Southern underwrit- 
ing departments, each under sepafate 
executive supervision, are now housed 
with the New York metropolitan and 
suburban departments, together with 
special departments such as general 
cover and inland marine which have 
been quartered at the new location for 
some time. 








sums than heretofore. Previously, the 
amount of reimbursement offered was 
10 per cent of the capital sum, while 
the policy liberalization now permits 
the writing of any amount of reim- 
bursement from $500 to $2,000 in con- 
nection with $5,000 capital sum. 

New premium rates also have been 
made for the policy, with the result 
that additional reimbursement can now 
be obtained at a lower rate than the 
initial $500 of reimbursement. 

In the announcement of the policy 
changes to representatives, Secretary 
Ahern pointed out that the reimburse- 
ment policy is of interest to the wives, 
sons and daughters of present policy- 
holders and that it can be used to 
supplement the protection offered by 
other policy contracts already in force 
among policyholders. The policy covers 
all kinds of accidents. 


Casualty, Surety, Etc. 
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Prominent Agents and 
Brokers 












Leon Irwin & Co. 


NEW ORLEANS, LA. 


Insurance Sines 1895 


Brokerage Lines Solicited 
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Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 
FACKLER and BREIBY 
Consulting Actuaries 








Aadits Caleulations Censultants 
Examinations Valuations 
25 CHURCH STREET NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


500—Sth Ave.—at 42nd Street 
NEW YORK 













ACTUARY Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 

Specializing in Employees’ Associate, Actuarial Society of America. 
Benefit a Pension Funds PIPE & ALLEN 


150 NASSAU ST. 







JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bidg. 
ATLANTA, GEORGIA 


ERSTON 


GEORGE B. BUCK 









SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 

















NEW YORK Consulting Actuaries 


1711-1712 Metrepolitan Bidg., Toronto, Ont. 











ALEXANDER C. GOOD 


Consulting Actuary 


807 Paul Brown Bidg. 
St. Louis, Mo 


and 800 Securities Bidg., Kansas City, 







Me. 








L. MARSHALL 


CONSULTING ACTUARY 


301 


DES MOINES, IOWA 





Inspections 


Iowa Building 























WOODWARD, FONDILLER and RYAN 
Consultants 


Actuarial, Accounting and 
Management Problems 


90 John St. New York 





LJ eS 


DONALD F,. CAMPBELL 


CONSULTING ACTUARY 


160 Ne. LA SALLE ST. Telephone Nate 7298 
CHICAGO 








JAMES H. WASHBURN, F. A. 1. A. 
Censulting Actuary 
LIFE INSURANCE—Ordinary, Intermediate, 
Greap, Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic. Tropical and 
Semi-Trepical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 


Reom 101 Memorial Bldg., Nashville, Tenn. 








J. Charles Seitz, F. A. I. A. 
ye | Actuary 
Author “A System and Accounting for a Life 
Insurance Company’ 
Attention to 
Legal Reserve, ’ Fraternal , and Assessment 
228 North La Salle Street, Chicago, Illinois 
Phone Franklin 6559 





T. J. MCCOMB 
CONSULTING ACTUARY 
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J. H. O'ROURKE, Jr. 
UNDER COVER AND STRAIGHT 
CLAIM INVESTIGATIONS 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
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FRANK M. SPEAKMAN . : ; 
Conutting Actuary Railway Audit & Inspection 
Associates °9 Inc. 
Fred ne Se BA. L. D. RICE, General Manager 
E. P. Higgins Franklin Trust Bldg., Philadelphia, Pa. 
THE BOURSE PHILADELPHIA INSPECTIONS CREDIT 
Life - and 
ISCELLANEOUS 
Compensation REPORTS 
General Liability 
L. A. GLOVER & CO. Elevator INVESTIGATIONS 
Guetny ADJUSTMENTS 
Consulting Actuaries, Life Insurance Plate Glass 
Accountants, Statisticians Pay Roll CLAIMS 


128 North Wells Street, Chicago 














Offices and Agents in Cities and Small Towns 
in Every State. We Can Save You Money. 





























SURETY BONDS 


COMMERCIAL BLANKET BONDS—BLANKET POSITION 


New Extensions and Adaptations of Standard Types of Bonds 


This Up-to-Date Book of 430 Pages Should Be Read by Every Fidelity 





CHICAGO 


REVISED EDITION—1930 


By EDWARD C. LUNT, A.M. 
New Chapters Cover 


BONDS—THREE KINDS OF FORGERY BONDS 
BANKERS’ FORGERY BONDS 
SECURITIES BONDS 





Are Also Treated 


and Surety Agent and Underwriter 
Price, Per Copy—$3.50 


THE SPECTATOR COMPANY 
SELLING AGENTS 
243 West 39th Street, New York 


BOSTON NEW ORLEANS LOS ANGELES 
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Resolutions Accepted by 
Commissioners 
(Concluded from page 35) 


policy of the State permits different 
ates, two sets of rates are entirely 
possible which may be adequate and 
reasonable for the companies which use 
them. If the public policy counte- 
nances only a single set of rates, there 
eems to be no harm in letting the pro- 
posals of both sides go to the supervis- 
ing official, he being, of course, under 
the necessity of approving one and re- 
jecting the other. To this extent we 
agree with the proponents of the 
amendments. 

On the other hand, we cannot agree 
with them to the extent of indorsing 
their plan in its entirety. In one sense, 
it may seem inappropriate for one 
group to pass upon questions involving 
the interests and policies of the other. 
Up to a certain point, however, this 
serves a good purpose. - It tends to ex- 
pose latent defects and weaknesses. It 
gives opportunity to voice objection 
and avoid public controversy. We be- 
lieve that both sides should be under 
some obligation to attempt to reconcile 
their views. This will tend to relieve 
commissioners of the inconvenience of 
dealing with a double system of rates, 
and in States where only a single set 
of rates is permissible, of the necessity 
of deciding between group and group. 

It will tend to diminish the number 
of cases where the two groups air their 
differences in public, a process which 
does neither side nor the insurance 
business generally any good. Where 
the sides cannot agree, it is not fair 
that either should balk the other in 
getting its case before the proper tri- 
bunal. If they are not content to 
abide by the decision of the representa- 
tive of the National Convention, the 
most desirable procedure is that which 
gives both sides prompt and ready ac- 
cess to the final arbiter. But we believe 
that in justice to the commissioners 
and in the companies’ own interest, the 
latter should adopt a procedure which 
does not preclude the consideration by 
either side of the proposals of the other 
and an endeavor by both to reach an 
agreement. 

We therefore recommend the passage 
of the following resolution: 

Resolved, That the National Conven- 
tion of Insurance Commissioners dis- 
approves the amendments to the con- 
stitution of the National Council on 
Compensation Insurance in their pres- 
ent form, and requests that the council 
will restore the former procedure to 
the extent of requiring joint considera- 
tion of proposals touching the expense 
loading; modifying the former provis- 
ions for resolving tie votes to the effect 
that ties on questions of expense load- 
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ings shall be so resolved only in cases 
where a majority of both sides agree in 
advance to be bound by the decision; 
and that if either side does not so 
agree, then each side may adopt its 
own expense loadings in the manner 
provided by the amendments, subject to 
approval of supervisory authorities 
where required by law. 

Following is the resolution relative 
to current emergency in workmen’s 
compensation, which was submitted by 
the compensation committee and was 
adopted: 

Whereas, it appears that the casu- 
alty insurance carriers are confronted 
with an emergency due partly to un- 
favorable experience on their business 
generally and due in great measure 
to losses on workmen’s compensation 
insurance, which has for many years 
shown an unfavorable experience, and 

Whereas, the tendency of compensa- 
tion rating plans now in force is te 
produce inadequate rates, and 

Whereas, a continuation of these 
conditions seems likely to imperil the 
condition of compensation carriers, be it 

Resolved, That it is the judgment of 
the National Convention of Insurance 
Commissioners that the emergency con- 
fronting casualty insurance carriers 
writing workmen’s compensation insur- 
ance, warrants immediate action by the 
carriers, by the National Council on 
Compensation Insurance and by indi- 
vidual commissioners, to the end that 
the situation due to said emergency now 
confronting the companies may be met. 

The convention also believes that it 
is the duty of carriers to make imme- 
diate investigation to see what items 
of cost can be eliminated, and what 
economies in the operation of their 
business can be effected. 

A resolution was also submitted by 
Co'onel Howard Dunham of Connec- 
ticut relative to unfair competition and 
was adopted. 


Rate Rise Expected on 
Compensation 
(Concluded from page 35) 


months old plan of computing expense 
loadings separately as a result of the 
disfavor of the commissioners, was 
also forcefully predicted this 
W. F. Roeber, manager of the National 
Council, declared that although no 
definite action had been taken as yet, 
he believed that the meeting to be 
held next Wednesday would renounce 
the present system. He said he did 
not know whether the amendment pro- 
viding for separate computations 
would be completely 
whether an added amendment 
be made. 


week. 


rescinded or 
would 
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Split 
Three 
Ways 


Why do brokers, life in- 
surance agents and 
agents sell the Accident 
contracts of The Em- 
ployers’ Group? We 
asked several of these 
gentlemen. Practically 
all of them gave the 
same three reasons. Con- 
tract, organization, ser- 
vice .. . these three, but 
the greatest of these is 
service. 


No insurance man can 
afford to place accident 
insurance in a company 
that talks technicalities 
after the accident. 


The Employers’ Group 


doesn’t quibble over 
personal accident 
claims. And the insur- 


ance man _ appreciates 
this fact. 





The Accident Number of 


The Employers’ Pioneer 
will give you some interest- 
ing information. A _ re- 


quest for your copy incurs 
no obligation. 


The Employers’ 
Group 


110 Milk Street 
Boston, Mass. 


——- 
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PERSONAL LIABILITY INSURANCE 
COVER PROPOSED 


Broader coverages, which have been 
the forte of the National Bureau all 
year, will be considered by the execu- 
tive committee in their meeting the 
latter part of this week. Chief among 
the proposed extensions of policy forms 
is the coverage provided for personal 
publie liability. 

The governing committee which pre- 
pared the suggestions proposes to es- 
tablish a new policy which may be 
called “personal liability insurace.” It 
will include under one form the usual 
publie liability protection with other 
features as well. It will cover the legal 
liability of husband and wife, minor 
children and servants employed in the 
household, both as to personal injuries 
and property damage. It will also 
cover any liability arising out of the 
assured’s participation in sports and 
athletics. 

It has been suggested that the rate 
for the new policy will be about $15 
for the liability cover and $5 for the 
property damage, and three year 
policies may be written two and one- 
half times the annual rate. 





OHIO CASUALTY MANAGERS IN 
DES MOINES 

Des MOoINEs, IowA, June 22.—Olm- 
sted, Inc., has taken over the regional 
managership here for the Ohio Cas- 
ualty Insurance Company, Hamilton, 
Ohio. The general insurance concern 
will move to larger quarters in the 
Marks Building Aug. 1. George H. 
Olmsted, vice-president and manager, 
said the company will have charge of 
Iowa, Nebraska and Minnesota for the 
Ohio Casualty Insurance Company. 

Edward Donaldson of Indianapolis, 
former representative of the field de- 
partment of the Ohio company in In- 
diana, has joined the Olmsted organ- 
ization and George Katchelhofer, for- 
mer manager of the Southern Surety 
Company’s service office in Des Moines, 
will join the underwriting staff. George 
H. Olmsted, son of Col. E. S. Olmsted, 
head of the firm, was elected president 
of the United States Junior Chamber 
of Commerce at its recent meeting here. 





PROTEST PREMIUM INCREASE 


The Associated Industries of Ala- 
bama has protested against action of 
the State Bureau of Insurance several 
weeks ago in approving an increase of 
3% per cent in workmen’s compensation 
premiums. A public hearing was held 
by the Bureau, presided over by Frank 
H. Spears, head of the workmen’s com- 
pensation committee when opposition 
to the proposed increase was voiced by 
manufacturers and business men con- 
cerned. 
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PASS THIS ON TO YOUR 


POLICYHOLDER 
Five crisp suggestions for 
thwarting -burglary operations 


in vacant homes in the summer 
season have been issued by the 
burglary insurance department 
of the American Surety Company 
and the New York Casualty 
Company. It is pointed out that 
unless the vacationing house- 
holder takes such precautions 
he is greatly increasing the op- 
portunities of the burglar. 
These suggestions are: 


1. Notify the nearest police sta- 
tion of your absence. 

2. Make sure that deliveries of 
mail, milk, ice, papers are dis- 
continued. 

3. Do not draw all the shades, 
as it indicates to the burglar 
another home which he may 
loot without being disturbed. 

4. Make certain that all doors 
and windows are locked. While 
locks do not keep out the pro- 
fessional burglar, they fre- 
quently deter the amateur. 

5. Do not place a sign on the out- 
side of your home indicating 
that you are away. 











CASUALTY AND SURETY CLUB 
FIELD DAY A SUCCESS 


BALTIMORE, June 20.—The Field Day 
of the Casualty and Surety Club of 
Baltimore this week was one of the 
most successful affairs in the history 
of the club. 

The affair started with athletic con- 
tests from noon until 7 o’clock, when 
dinner was served, after which the 
election was held, resulting as follows: 
G. Porter Houston, of the United 
States Fidelity and Guaranty Com- 
pany, president; John G. Yost, of the 
Fidelity and Deposit Company, vice- 
president; Frederick Strickland, of the 
New Amsterdam Casualty Company, 
treasurer, and William E. Moore of the 
United States Fidelity and Guaranty, 
secretary. 

Four new members were elected to 
the board of governors as follows: 
Joseph F. Matthai, of the U. S. F. & 
G.; John G. Yost, F. & D.; Emil E. 
Kolb, of the Maryland Casualty and 
William H. Connor, of the New Am- 
sterdam Casualty. 





FIREMAN’S FUND INDEMNITY 
NOW IN 45 STATES 


With the acquisition of licenses from 
two more States, Mississippi and Loui- 
siana, for casualty, fidelity and surety 
lines, the Fireman’s Fund Indemnity 
Company now holds certificates of au- 
thority from forty-five states. 
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HOOPER-HOLMES BRANCHES FOL- 
LOW EXPANSION TREND 

Expansion of the Hooper-Holmes 
Bureau, the national inspection service 
located at 102 Maiden Lane, New York 
City, has continued during the first six 
months of 1931. New offices and lock- 
box stations have been opened: and 
many of the branch offices already 
established, which are _ distributed 
throughout the principal cities of the 
United States and one city in Canada, 
were moved into larger and better 
quarters. 

The most recent removals were made 
by branch offices located in New Or- 
leans and Detroit. On April 27 the 
office at Detroit, which is under the 
management of H. E. Dyble, moved 
from its old quarters at 1346 Broad- 
way, in the Fox Theater Building, 2211 
Woodward Avenue, Detroit, Mich. The 
New Orleans branch office, under the 
management of J. O. Dailing and for- 
merly located in the Masonic Temple 
Building, has been moved into the 
Union Indemnity Building, 837 Gra- 
viar Street, New Orleans, La. The 
new offices will meet the demands of 
increasing volume of business. 





J. H. HUCKLEBERRY DEAD 


J. H. Huckleberry, who went to St. 
Louis upon the transfer of the South- 
ern Surety Company to that city three 
years ago, died in the Lutheran Hos- 
pital in Des Moines early Saturday 
morning after a long illness. He was 
60. He was vice-president and gen- 
eral manager of the Southern Surety 
for 22 years, coming with the concern 
to Des Moines in 1918 when it was 
moved here from St. Louis. He was 
a former assistant United States dis- 
trict attorney in Oklahoma. He is sur- 
vived by his wife, two sons and three 
daughters. Interment was at Kirk- 
wood, Mo., a suburb of St. Louis. 


WANTED 


American Investment 
S nae 
Boston Insurance 
Columbian Nat’l. Life 
New Hampshire Fire 


United Life & Accident 
and all other 
New England Insurance Stocks 


CHAS. A. DAY & CO. 


Incorporated 


Sears Bldg. Boston 





Casualty, Surety, Etc. 



















Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 
By 


_C. H. HARBAUGH, MLD. 


Expert Examiner and Adjuster : 










































WANTED! Men who live in 
OKLAHOMA 


to learn the interesting story 
concerning agency contracts 
for open territory the South- 
land Fife has to offer YOU. 
For the complete facts write 
Clarence E. Linz, 1st Vice-Pres. UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition 
has been recognized as the standard publication of its kind 
for twenty years, and is the only book giving in condensed 
and convenient form just the information required by 
adjusters of 


ACCIDENT AND HEALTH CLAIMS 






































































Among the new articles in this edition are those upon 
IVY POISONING HERNIA 
en eS Op). CARBON MONOXIDE SEMILUNAR CARTILAGES 
SOUTHLAND LIFE INSURANCE PARALLELS COMPANY POISONING SLEEPING SICKNESS 
rome core, oauas.rixas [iced WOOD ALCOHOL PROSTATE GLAND 
HARRY L. oe fe PRESIDENT POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
. - V ? 
Our Life, Accident and Health bg en As THE ae 
Complete Coverage Combination 
p aaa In addition to the new articles, all the valuable features 
rovides: of this excellent work are retained. Other new sections 
Old Age Endowment added relate to 
San 6 er ee Acci- DIVISIONS OF THE BODY and ORGANS OF THE BODY 
dene ad Paragraphs have been added to every article under 
Disability Benefits, Dividends a wae 
Liberal Contracts for Agents PROGNOSIS and TOTAL DISABILITY IRRESPEC 
If interested, write TIVE OF HOUSE CONFINEMENT 
NORTHERN LIFE INSURANCE co. ; About 50 New Illustrations are Added to This Edition, 
HOME OFFICE, NORTHERN LIFE TOWER — and the Glossary of Medical Words and Terms 
SEATTLE re contains many New Words and Definitions 
For convenience, The Adjuster’s Manual is divided into 
B k three sections, as follows: 
SECTION I—ACCIDENTS PROMINENT SIGNS AND 
The 1931 Insurance Year Boo CTION Acc LOMINENT | 
WILL SOON BE PUBLISHED PROMINENT SIGNS AND | TOTAL DISABILITY AND 
Y O A d Y C > SYMPTOMS HOUSE CONFINEMENT 
r TOTAL DISABILITY TOTAL DISABILITY BUT 
Have ou rdere our opy PARTIAL DISABILITY NON-HOUSE CONFINEMENT 
; rnoonos Et POP Nee BE 
ADJUSTMENT P 
A E ° l O it EFFECTS naman ,- eS 
n xceptiona pportuni y SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
For Texas Agents INFORMATION EFFECTS 
Direct Agency Contracts Low Cost SECTION III 
High Commissions Non-Medical Th 
Very Liberal Renewals Child Forms is section takes up the different mineral and vegetable 
Splendid Territo BBadeon Policies poisons that are taken intentionally or by mistake, giving a 
ve ry brief description of each drug, and considering the prominent 
Pioneer Legal Reserve Company of the Southwest signs and symptoms following the swallowing of different 
T Lif I C poisons, the length of time house confinement exists, the dura- 
tion of total disability and partial disability, with advice on 
exas ire nsurance ompany adjustment, and effects on the insurability of the individual 
Write today. Wm. D. Mayfield, V.-Pres. Waco, Texas after recovery is complete. 
The Adjuster’s Manual is invaluable to those settling 
Accident and Health Claima. 
Use and Occupancy Insurance Simplified Price, In Flexible Binding, $6.00 
By HOWARD CAMPBELL r me 
Read this remarkably clear and concise explanation of a Liberal discount on wholesale quantines 
most aauee sees tops = ene See A Ad far Le 
l le derstooc rv he agent an whic shou e muc 
case widely written than is at. present the case. THE SPE¢ TATOR COMPANY 
Price per copy $1.00 Division of United Business Publishers, Inc. 
THE SPECTATOR COMPANY 243 West 39th St., New York 
Division of United Business Publishers, Inc. CHICAGO BOSTON NEW ORLEANS 
243 W. 39th St., New York 
































THE SPECTATOR 
June 25, 1931 
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THREE GREAT HAZARDS 


A New Leaflet That Gets Down to Rock Bottom 
Reasoning About Life Insurance 

“Three Great Hazards’’ a new leaflet written by Ernest Grey is just what 

a number of life insurance agents have been looking for because it is a 

piece of sales literature that speaks to prospects in their own language. It 

is calculated to create a thoughtful state of mind in the prospect before 

the agent makes his call. 





PRICES 
50 Copies...... _ $2.50 500 Copies....... $18. 
100 Copies....... $4.50 1000 Copies....... $30. 
10,000 Copies....... $225. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 

















“‘The Best Property You Own” 
A new leaflet by Wm. T. Nash 


A great piece of conservation literature has been written in this 
new leaflet. The message is vivid, convincing and impelling. 
Every policyholder who reads this short message will think 
twice before even borrowing on his insurance and few will risk 
the hazards of lapsation. 


Prices 
OE BRS oaccasensees $2.10 1,000 copies.......... $22.50 
100 copies............. 3.50 5,000 copies.......... 90.00 
GED GE. ccccvccccces 13.50 10,000 copies.......... 175.00 


THE SPECTATOR COMPANY 


Division of United Business Publishers, Inc. 


243 West 39th St., New York 




















OPPORTUNITY! 


Desirable Territory Opem for General Agencies 
Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver. Colorado 

















SOUTHERN LIFE AND HEALTH INS. CoO. 


“Oldest and Best’’ 


Has openings for good debit men and business producers 
P. O. BOX 884 BIRMINGHAM, ALA. 














FOR FOLDER 
SHOWING ELABORATE DISPLAY 





























| KEYSTONE INDEMNITY 
| EXCHANGE 


| Participating Automobile Insurance 


| 110 SOUTH 16th STREET, PHILADELPHIA. PA. 
| LOCAL AGENTS WANTED 


Fire, Theft, Collision, Property Damage, Public Liability 
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dress-sutt 
ed quick!” 


E was famous but absent 

minded. He was scheduled 
to speak at one of our hotels 
that evening . . . and had for- 
gotten his dress suit. In a panic, 
he phoned the office. In 20 
minutes the manager outfitted 
him. Yes, and the suit fit, too. 
It’s the little extra things like 
this, that make every United 
Hotel such a pleasant place to 
stay. Not just the fact that our 
rooms give you more cubic feet 
of air per dollar. Our guests like 
this, of course. But they like 
even better, the little extra things 
that our hotels do for them. 


Extra service at these 2 5 


UNITED HOTELS 


NEW YORK CITY'S only United .... The Roosevelt 


PHILADELPHIA, PA....... The Benjamin Franklin 
CRATE, WE. 2 oa ccccccsescas The Olympic 
WORCESTER, MASB.. 6 600sccccccces The Bancroft 
eee The Robert Treat 
PATERSON, N. J...++.+ The Alexander Hamilton 
ee ee ere The Stacy-Trent 
HARRISBURG, PA. ....000se000s The Penn-Harris 
MRREEE, GE sccevesctanicsssas The Ten Eyck 
SUGAGINE, 8 Wa ccosccvcossives The Onondaga 
DRGIINEE, Bs Gi 00dn case vatinesis The Seneca 
DRAGARA GAELS; Th. We 00 cevscectes The Niagara 
ROE, 50s vncakads es 4keeusuaee The Lawrence 
ARRON, GHID. oo ccccccccccccssces The Portage 
SRR: GE, 560045606 ncedcseaceas The Durant 
eee The President 
SI, GE, oie 50-600 ehdten El Conquistador 
SAN FRANCISCO, CAL. .......... The St. Francis 
SHREVEPORT, LA. ..... The Washington-Youree 
SW GOLRANG, BA. 660 ccccsccss The Roosevelt 
NEW ORLEANS, LA. .........0.005 The Bienville 
GORGNTG, ONT. « <ccccccccce The King Edward 
NIAGARA FALLS, ONT. ............. The Clifton 
WINDSOR, ONT. ........... The Prince Edward 


KINGSTON, JAMAICA, B.W.1.. The Constant Spring 


wie? —— 
































ARE 
YOU 


INTERESTED 
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ABE MARTIN SAID °F )0U Z/VE OVER SUNDAY YOU MAY LIVE ANOTHER WEEK 














We Can Help You Increase Your Income 











YOU cannot afford to turn down our agency Gentlemen: Am interested in an agency con- | 
a nection in the state of.................. 
Cut Out Coupon 
and Mail to Us Today DEE stp ccdnee bees iuwensndskordseasnaved 
We will chen furaich you with complete io DEE évicacduadsaasecsndcccanateweeeese 
formation regarding same. Dt cccdéenenenbatibuwens eee 













INSURANCE COMPANY | 
Cc. INDIANAPOLIS, INDIANA. —[=a | | 




















